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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 
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Health 


We have a few General Agency openings for men not 


presently attached. 


Pan-American Life Insurance Co. 


Address 


E. G. Simmons, Vice President and General Manager 
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IN ONE POLICY 


$5000 
Death from any natural 
cause. 

$10000 
Death from any acci- 
dent. 

$15000 


Death from certain ac- 
cidents. 


week in case 
disability re- 
’m accidental 


$50 per 
of total 
sulting fri 
injury. 


All New England Week—celebrated 
during September all over this land. 
Calling attention to those dependable 
products fashioned by men of New 
England ideals. 


This substantial New Hampshire in- 
stitution, officered and directed by 
New Hampshire men, operating under 
the direct supervision of the New 
Hampshire Insurance Department 
and subject to the rigid requirements 
of the New Hampshire insurance 
laws, furnishes a combination of life 
and accident insurance in one policy 
that has few equals and, we believe, 
no superiors. 


The liberality of our unusual con- 
tract is such that our “United” 
policy attracts favorable attention 
wherever it is shown. 





| Agency opportunities for the right 
man in Missouri, Kansas, and Ohio 
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To Know New England Products 
Is ToWANT New England Products 





MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 





DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 
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OUR 
SERVICE 
COVERS 
THE 
COUNTRY 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company hag plenty of room for addi- 
tional agency material. 





—_— 








Reliance Life Insurance Company 
PITTSBURGH, PA. 
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ADDRESS OF J. B. REYNOLDS 


American Life Convention President Reviews Year At New 
Orleans Meeting 


sN keeping with the established custom of 
the convention program, we submit at this 
time an account of our stewardship since 
the last annual meeting, together with sug- 

gestions for future consideration. 
During the year we have held five 
executive committee meetings, viz.: Des 
Moines, New York, Chicago, Atlantic City 
and New Orleans. It has been our privilege to extend frater- 
nal greetings on behalf of the American Life Convention to 
the Life Presidents Association at the December meeting in 
New York; to the Association of Life Insurance Counsel and 
to the Health and Accident Underwriters Conference at the 
mid-winter meeting in Chicago; also to the medical section of 
the American Life Convention in Atlantic City. On four oc- 
casion we addressed civic organizations, such as chambers of 
commerce and commercial clubs, and to agency meetings of 
six companies. Previous arrangements precluded acceptance 
of an invitation to address the annual meeting of the National 
Association of Life Underwriters. However, our able secre- 
tary and counsel responded at the meeting on behalf of the 
convention. In addition to the foregoing, we have had the 
privilege of calling in person at the home offices of twenty- 
nine member companies during the year. | We would like to have 
made more personal calls, but time and distance forbid. There- 
fore, we adopted the most available means of communication, 
Le., writing letters of a general nature referring to convention 
activities. In addition to these general letters there were the 
usual special letters to member companies replying to specific 
inquiries. Six general letters were sent out to all members 


(and here allow me to make public acknowledgment of the 
many courteous replies). 


GENERAL CORRESPONDENCE 

Of the general letters, the one suggesting a patriotic month— 
February—met with almost unanimous response. We are all 
patriotic—love our country and our flag and all it stands for, 
but so often we forget or neglect and leave it to others. There 
is no business so closely allied with the ideals of this govern- 
ment and its Constitution and Declaration of Independence as 
the business of life insurance, spreading the gospel of inde- 
pendence, thrift, protection, love of home and all that goes to 
make a happy, united people. Would it not, therefore, be well 
for us as a group to encourage through our educational pro- 
grams and promote in every way possible American patriotism, 
making it a part of our business program? 


SPECIAL CORRESPONDENCE 

Referring to miscellaneous correspondence relative to Ameri- 
can Life Convention activities, the so-called ethical resolution 
adopted at Des Moines a year ago was the subject that brought 
forth more correspondence than any other specific matter. The 
resolution may not be perfect; and, in the opinion of your 
president, it would be difficult to cast into the form of words a 
resolution that would cover the various angles that might arise. 
A literal construction might preclude some just complaints. 
Whether or not the resolution can be amended so as fully to 
clarify it is a problem for the convention. However, we are 
firmly of the belief that the resolution is an advance movement 

(Continued on page 33) 
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American Life Convention Retains Service Bureau 


HE prophecies of the pessimists proved false. The 
American Life Convention did not disintegrate on 
account of the Convention’s adjunct, the American Ser- 

vice Bureau, and at the executive session, held Thursday night, 
the Bureau was retained by a large majority vote. Sixty-six 
voted for it, twenty-one against it, while five members present 
declined to vote. 

The discussion which preceded the vote was fervent, but at 
no time was it tinged with personalities. Those who favored 
scrapping the Bureau, or disposing of it to private interests, 
had no criticism per se of the officers of the Bureau. They 
simply feel, as also expressed in private conversations with 
representatives of the insurance newspapers, that the manage- 
ment expenses of the Bureau are high and that its work should 
be undertaken by other agencies. 

However, the Bureau found many champions when it became 
an issue before the meeting, and there were those present who 
spoke in warmest praise of the work of Dr. E. G. Simmons, 
president of the Bureau, and of his associates in the work. 

The resolution offered by Isaac Miller Hamilton, president 
of the Federal Life, and which means the continuation of the 
Bureau, quoted extensively from the very language of the 
final report of the special committee appointed to consider the 











Bureau, and in accordance with that committee’s recommenda. 
tion the Bureau was placed under the direct supervision of the 
officers and executive committee of the Convention. Under 
its charter it remains as a separate legal entity. All possibility 
of involving the Convention in litigation is, of course, prevented 
in this way. The special committee was discharged following 
the passage of Mr. Hamilton’s resolution. 

George Graham, the new president of the American Life 
Convention, is a man of quiet manner. He is none the less 
a man of forceful personality, and the opinion generally pre- 
vailing was that in him a wise selection had been made. Mr, 
Graham is vice-president of the Central States Life of St. Louis, 

Members of the Convention are also pretty well united 
in feeling that the retiring president, J. B. Reynolds, rendered 
splendid service, his administration coming, as it did, at a time 
when he was kept pretty busy with his own affairs. The Kansas 
City Life, which Mr. Reynolds heads, has just completed the 
erection of a home office building, one of the most complete in 
the Middle West. 

The selection of Louisville, Ky., as the next meeting place 
was pleasing to a large number of delegates. The committee 
in charge of the next meeting agreed that Denver presented 

(Continued on page 37) 


Fire Underwriters of Northwest Conclude Session 


FEATURE of the annual meeting of the Fire Under- 

writers Association of the Northwest was the reading to 

the membership of a personal message from President 
Calvin Coolidge in which the nation’s chief executive conveyed 
not only his best wishes but the hope for successful accomplish- 
ment of the organization’s work. The missive, which was read 
Wednesday afternoon, was in reply to a letter written by David 
O. Stine, president of the association, to President Coolidge. 
The meeting, however, was further notable for some very able 
and thoughtful addresses by prominent men, included among 
whom were J. B. Levison, president of the Firemans lund; 
George F. Short, attorney general of Oklahoma; Charles L. 
Gandy, regional vice-president of the National Association of 
Insurance Agents; Fred D. Hess, assistant manager, Western 
department, American of Newark; E. T. Meredith, formerly 
secretary of Agriculture in President Wilson’s cabinet, and 
Frank L. Erion, of Frank L. Erion & Company, adjusters 
of Chicago, and Col. William Thompson, an attorney of Dallas, 
Texas. 

As was predicted in the previous issue of THe SPECTATOR, 
Fred B. Luce, manager of the Western department of the Provi- 
dence Washington, was elected president at the closing session 
Thursday. Other officers chosen include vice-president, Fred 
D. Hess, assistant manager of the Western department of the 
American of Newark; secretary, Robert D. Stafford, assistant 
manager of the Western department of the National of Hart- 
ford; treasurer, Melvin LePitre, second assistant manager of 
the Fire Association. Three directors were elected to fill va- 
cancies on the board: David O. Stine, State agent for the 


(Continued on page 17) 





THE WHITE HOUSE 
WASHINGTON 


October 11, 1924. 


My dear Mr. Stine: 


Accept my thanks for your note advising 
me of the forthcoming fifty-third annual meeting of 
the Fire Underwriters Association of the Northwest 
at Chicago. 


I have been for a number of years interested 
in the exceedingly practical work of this organization 
looking to the prevention of fire loss through the 
enforcement of effective measures of precaution. It 
has seemed to me a fine example of the combination &f 
sound business and entirely unselfish public helpful- 
ness. 


I wish you would express my best wishes to 
the members who have gathered for the meeting at the 
Hotel La Salle, and, particularly, the expression of 
my hope that their work along lines of prevention may 
be continued with the same effectiveness as in the 
past. 


Very truly yours, 


LEM 


Mr. D. 0. Stine, President, 
Fire Underwriters Association of the Northwes 
Reedeburg, Wisconsin. 
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THE NEXT STEP 
EGULATION of vehicles is a uni- 
versal procedure in all municipalli- 

ties, and, although immediate protest 
greeted its introduction, it has proved its 
value and is now recognized as vital. The 
dual effect has been to accelerate trans- 
portation and to keep the yearly total 
of automobile fatalities below the figure 
it would otherwise reach. The next 
step in the effort to reduce the number of 
traffic accidents was indicated last week 
when Richard Enright, police commis- 
sioner of New York City, announced his 
intention of asking the local council board 
for authority to supervise and direct the 
movement of pedestrians. This sanction 
is sought through the inclusion of the 
words “and pedestrian” in that phrase 
of the city charter which says that “The 
police commissioner shall have entire con- 
trol over vehicular traffic.” 

Inspector Dominick Henry, who is in 
charge of trafic in New York, has esti- 
mated that 90 per cent of all injuries by 
automobile within his jurisdiction are due 
to “jay-walkers,” and has given his 
opinion that elimination of this evil would 
result in much greater safety to life and 
limb. Supporting this viewpoint, Com- 
sioner Enright made the following state- 
ment: 

Many persons cross our dangerous streets 
while absorbed in business or with their minds 
intent on everything else rather than the danger 
in which they have placed themselves. Thou- 
sands of persons dart out from behind trucks or 
other obstructions into the roadway in front of 
oncoming vehicles, and it is not to be wondered 
at that many are killed and injured. It is re- 


markable that the number is not very much 
higher. It might be well to state that compara- 
tively few persons are killed or injured at street 
crossings, especially crossings at which traffic 
officers are stationed. 

In the commissioner’s phraseology, the 
“jay-walker” is described as a menace to 
himself, to motorists, to insurance com- 
panies and to the proper conduct of the 
city’s business. It is proposed to prohibit 
the crossing of streets in the middle of the 
block or during the progress of traffic and, 
if necessary, to arrest and fine violators 
of the rules. There will undoubtedly be 
some opposition raised by misguided citi- 
zens against any ordinance having such 
aims; but drastic action has been made 
imperative by the constantly-increasing 
number of injuries and deaths resulting 
from automobile accidents, and the en- 
hanced safety of the public is paramount 
to personal considerations. If Commis- 
sioner Enright obtains the additional 
power he seeks, the experiment will be 
closely watched by other officials through- 
out the United States and, if successful, 
will probably be generally adopted. The 
cause is one that deserves the support of 
every individual in this country. 





| piled oni men of all classes ap- 
pear to have one worry in common, if 
one can judge by convention programs. 
The question of public relations has 
turned up again and again this fall, at 
meetings of life, fire and casualty under- 
writers. It becomes increasingly appar- 
ent that there will have to be much talk 
before there will be action. Practically 
the only constructive action taken by the 
business as a whole during the past few 
years has been affiliation with the Cham- 
ber of Commerce of the United States, 
which has, of course, done a great deal to 
give insurance added strength among 
business men interested in that institution. 
It did not do much, however, to increase 
the standing of the business in the minds 
of the great public, nor the legislative 
bodies. Outside of this, one can cite only 
the regular publicity which is carried on 
by the various organizations to a greater 
or lesser degree. The only agency that 
might accomplish something constructive 
along these lines is the Insurance Adver- 
tising Conference. It combines the pub- 
licity experts of all classes of companies 
and under its auspices a comprehensive 
plan could be worked out. Nothing 


5 


could do more to justify the existence of 
that organization. 
FORM JUNIOR ORGANIZATION 
Younger Members of American Life Con- 
vention Headed by J. W. Stevens II 


An interesting development at the conclud- 
ing session of the American Life Convention 
in New Orleans last week was the formation of 
the Junior Association of the American Life 
Convention. The group plans to hold annual 
meetings coincidental with the meetings of the 
convention, and has for its main purpose the 
study of problems of the business which in 
later years its members will be called to carry 
on as the “elder statesmen” retire from the 
more active management of their respective 
companies. 

The organization plans were outlined by J. 
W. Stevens, II, who is connected with the 
agency department of the Illinois Life, and T. 
T. Simmons, assistant superintendent of agents 
of the Pan-American. The former is a grand- 
son of J. W. Stevens, founder of the Illinois 
Life, and for many years its president, and is 
a son of the present chief executive of the 
company, R. W. Stevens. Mr. Simmons is the 
son of Dr. E. G. Simmons, vice-president and 
general manager of the Pan-American. 

President H. L. Seay, of the Southland Life, 
voiced hearty approval of the plan, and the 
convention gave its sanction to the organiza- 
tion. 

Mr. Stevens was elected president, John 
Cadigan of the New World Life, vice-presi- 
dent; Morton Bigger of the American Life 
Reinsurance, secretary; T. T. Simmons of the 
Pan-American Life, treasurer. The remaining 
member of the executive committee, W. E. 
Bixby of the Kansas City Life, was made 
chairman. 


New England Ad Men to Meet 


There will be an insurance sectional meet- 
ing included in the program of the forthcom- 
ing meeting of the New England Advertising 
Clubs at Hartford, Conn., November 16 to 10. 
Leon Soper, manager of the sales promotion 
department of the Phoenix Mutual Life, will 
be chairman, and the section will be addressed 
by Winslow Russell, vice-president of the 
Phoenix Mutual, and by George A. Morse, ad- 
vertising manager of Moore & Summers, gen- 
eral agents at the home office of the New Eng- 
land Mutual Life Insurance Company, Boston. 
The meeting will be held in the assembly room 
of the Phoenix Mutual, Tuesday morning, No- 
vember 18. 

Mr. Russell will speak on the subject, “Con- 
centrated Sales Effort,’ and Mr. Morse on 
“Putting Life in Life Insurance Advertising.” 


Special Service Bureau of The Spectator 

Having had wonderful results with the serv- 
ice rendered by ‘Tue Spectator, I am making 
a new request for a fire instirance company 
which will handle fire insurance for new and 
second-hand furniture stores; also live stock 
in pet stores.—Joseph Schustrin. 
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1924 COMPENDIUM OF LIFE REPORTS 
ISSUED 


Essential Statistics of 291 Life Companies 
in One Compact Book 


The 1924 edition of the Compendium of Off- 
cial Life Insurance Reports has been issued by 
The Spectator Company. This, the tnirty-sixth 
annual edition of this valuable publication, 
brings together, in one volume, the essential 
facts from the statements of 291 regular life 
insurance companies now doing business in the 
United States, so that by examining but two 
pages of the book, or three in the case of the 
companies transacting industrial or group insur- 
ance, the complete figures, with increases, are 
instantly available. The tables show the busi- 
ness and financial standing of all United States 
life insurance companies for the year ending 
January 1, 1924, there are 
also given the increases in 1923 over 1922, for 
the most important items, and a number of 
miscellaneous items which enter into the com- 
putation of the percentages. 

A special table is presented showing over 
10,000 ratios based on the data pertaining to the 
respective companies. This table 
companies arranged alphabetically, and affords 
an instantaneous method of comparison of dif- 
ferent items. Another table shows the indus- 
trial business of the companies writing that 
class, together with the total business written 
and in force, both ordinary and industrial. Still 
another gives a summary of the group insur- 
ance transacted by the companies, as well as the 
total of group, ordinary and industrial. 

A feature in the 1924 edition is the table 
classifying the mortgage loans, and bonds and 
stocks held by the various companies. 

This work is a complete compendium of the 
various State insurance department reports on 
old line life insurance companies. It is com- 
piled and published annually prior to the 
issuance of a majority of the insurance depart- 
ment reports, and it contains numerous details 
given in the official statements of 291 regular 
life insurance companies, as reported by the in- 
surance companies. It was and is 
printed and bound for pocket use, so as to 
enable a life insurance agent to easily carry the 
equivalent of many official State reports upon 
the condition of the companies, in his pocket, 
for use as occasion requires. 

Among the data given in the Compendium 
is a list of companies, with full official titles, 
locations, names of president and secretary, 
date of incorporation, etc.; detailed statements 
of 291 United States life insurance companies, 
showing the various items of their income, dis- 
bursements, new business, 
terminations, insurance in force and miscellane- 
ous items; industrial business written and in 
force; group insurance written and in force; 
aggregates for the year 1923; 
ten years; increase in aggregates for ten years; 
table of ratios for all companies over one year 
old; business of 1923, showing principal items 
of statements, with companies arranged by 
States; premium receipts and benefits to policy- 
holders since organization; results from organ- 


and, in addition, 


shows the 


designed 


assets, liabilities, 


aggregates for 


ization, keing aggregates of the principal items 
of the annual statements from organization to 
January 1, 1924; foreign companies operating 
in the United States; table of rank in principal 
items; classification of bonds and stocks; classi- 
fication of mortgage This valuable 
Compendium of condensed information contains 
224 pages, is substantially bound in flexible 
cover and sells at $5 per copy. 


loans. 





Phoenix Life of Rome, Ga., Chartered De- 
spite Protest 

Despite the protest of the Phoenix Mutual 

Life Insurance Company, of Connecticut, Secre- 

tary of State S. G. McLendon has granted a 

charter to the Phoenix Life Insurance Com- 


pany, of Rome, Ga. The secretary held that 


he was without jurisdiction under the circum. 
stances and that it was his duty, under the law, 
to grant charters as they are applied for, 

The Connecticut company objected on the 
grounds that the similarity of names would 
endanger its welfare. 

Secretary McLendon, in holding that it was 
his duty under the law to grant charters as ap- 
plied for, pointed out that if there was any 
question as to the invasion of property rights, 
it would raise a judicial question upon which 
the Secretary of State could not pass. 

The Phoenix Life Insurance Company was 
represented at the hearing by officials of the 
company and Attorneys Doyal & Doyal, while 
the Connecticut company was represented by 
Attorney H. Yost. 
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PERSONALITY 


This business of ours teaches that 
we have more than a passing interest 
in any human being and that we can 
draw a lesson from every failure in 


These things should impress more 
and more the necessity of showing 
people how to save and how to care 
for the family with precision, with 
certainty and with absolute safety. 


Better knowledge and stronger 
faith will insure more of the nation’s 


Personality plays a part and sin- 
stands out as a 


Insurance Company of America 


Home Office, Newark, New Jersey 


leading 
the life insurance 


The Prudential 


EDWARD D. DuFFIELD, President 
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AMERICAN LIFE CONVEN= 
TION MEETS 


George Graham of Central States Life 
Heads Organization 


STORY OF THE SESSIONS 


Paper on Federal Taxation by A. L. Key 
Brings Out Lengthy Discussion on 
Important Question 


[Special Correspondence to THE SpeEcrator] 


The death of an intimate friend prevented 
Hon. Andrew J. McShane, mayor of New 
Orleans, from extending the city’s welcome to 
the American Life Convention, when the first 
session was called to order. However, Mr. 
McShane was Hon. R. W. 
Howell, assistant counsel for the city. Mr. 
Howell, in a few words, spoke of the progres- 
sive spirit of the South and of New Orleans. 

He was followed by Frank S. Whitten, 
president of the New Orleans Life Under- 
writers Association. Mr. Whitten expressed 
gratification that the National Association of 
Life Underwriters and the American Life Con- 
vention are working entirely in harmony. 

Hon. James J. Bailey, secretary of State, and 
ex-officio Insurance Commissioner, whose name 
appeared on the program, was unable to be 
present. 

Crawford H. Ellis, president of the Pan 
American, followed Mr. Whitten, reiterating 
the welcome extended by Mr. Howell. Mr. 
Ellis and indeed all of the officers of the Pan 
American have contributed in no small way 
to the pleasure of the delegates to the conven- 
tion, and his appearance Wednesday morning 
was greeted by long applause. 

In responding to these several addresses on 
behalf of the convention, R. J. Merrill, secre- 
tary of the United Life and Accident of Con- 
cord, N. H., spoke of the convention’s great 
influence in the life insurance business. 
President Reynolds’ address, which followed, 
was greeted by long applause, the members 
of the convention rising to their feet as a testi- 


represented by 


monial to the convention’s appreciation of his 
administration. 

Secretary T. W. Blackburn’s report, printed 
elsewhere in this issue, brought the morning's 
session to a conclusion. 


WeEDNESDAY—AFTERNOON SESSION 

Commissioner A. L. Key, vice-president and 
general manager of the Volunteer State Life, 
read the first paper at the afternoon session. 
Dealing with the subject of “Federal Taxa- 
tion.” Commodore Key made a survey of the 
assets and reserves of 139 companies, including 
eleven writing companies. For 
further study, he grouped the industrial com- 
panies separately, and divided the remaining 
Companies into groups graded according to size. 
It is his contention that the present Federal tax 
law discriminates unfairly against the small 
Companies. Many of these companies operate 


industrial 


ona three and one-half per cent reserve basis, 


which, of course, results in smaller net pre- 
miums, and gives a narrower margin of excess 
interest earnings. 

The speaker urged that officers of companies 
and agents unite their efforts to educate the 
public to an understanding of the economic 
principles of life insurance. 

Commissioner Key was followed by E. E. 
Rhodes, vice-president of the Mutual Benefit, 
who did not concur with him that the present 
law is unfair to the small companies. Taking 
the Mutual Benefit is typical of the larger and 
older companies discussed in Commissioner 
Key’s paper, and the Volunteer State as an 
excellent representative of the other group. 
Mr. Rhodes said that in 1923 the Volunteer 
State paid approximately $23,000 in taxes, as 
against $504,000 paid by his own company. The 
Mutual Benefit therefore paid forty-five times 
as much money to the tax collectors as did the 
Volunteer State, while it is only twenty-two 
This, on the surface, 
prove 


times as large in assets. 
he declared, seemed to Commissioner 
Key’s contention, but it must be remembered 
that the Mutual Benefit earned 5.10 per cent 
on its mean invested assets, as against 7.41 per 
cent earned by the Volunteer State. 

Graham, secretary of the Central 
States, followed Mr. Rhodes, holding substan- 
tially the same view as Commissioner Key, 
namely, that the present law 
against the smaller companies. He declared that 


the companies are well on the road to paying 


George 


discriminates 


fifty million dollars a year in taxes. The 
American Life Convention companies are 
largely stock companies, and Mr. Graham 


thinks it is safe to assert that they disburse 
more in taxes than they distribute in dividends 
to their stockholders. 

Mr. Graham, recognizing that the present 
law is not perfect, declared that at least it 
had the merit of being simple. 

He was followed by Arthur C. Larsen, act- 
uary, of the Volunteer State, who expressed 
the opinion that Mr. Rhodes’s comparison would 
have been more fair if he had dealt with ex- 
cess interest instead of gross interest earned. 

Isaac Miller Hamilton, president of the Fed- 
eral Life, rose long enough to say that he ap- 
preciated all that had been said, and that he 
felt convinced that the speaters though differ- 
ing in opinion were bent on a common purpose, 
namely, to secure the passage of more impartial 
laws. 

When President Reynolds announced that 
Daniel Boone, Jr., president of the Midland 
Life was ill in a New Orleans hospital, the con- 
vention voted a message of sympathy to Mr. 
3oone. 

William BroSmith, with the consent ot the 
convention, announced that he expected to talk 
on cross-currents of insurance, rather than cur- 
rent events, the secretary having so admirably 
reviewed the trend of events in his address, 
read at the morning session. 

Mr. BroSmith went back to the Armstrong 
Investigation, and said that it was yet too early 
to say whether the good or the harm pre- 
dominated in the results of this hearing and 
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its consequent legislation. He deplored the 
passage of laws which meddle with the con- 
tractual rights of companies and agents, and 
did not mince matters in showing how ridicu- 
lous it is for a law to say that a life company 
shall not pay the expenses of its agents’ wives 
to a convention, while according this privilege 
to a casualty company. 

Mr. BroSmith thinks that if the companies 
extend their group operations too far then they 
will become their own competitors in writing 
insurance on individual lives. He evidently 
does not favor the idea of allowing a company 
to write group insurance on members of a 
national guard unit, declaring that a logical con- 
sequence could easily be reached by a body of 
lawyers, for example, deciding to obtain pro- 
tection for themselves under a blanket policy. 

Commending the National Convention of In- 
surance Commissioners, Mr. BroSmith deplored 
the fact that there are a few supervisory off- 
cials who are disposed to be radical in exercis- 
ing the prerogatives of offices. 

The greetings of the Association of Life In- 
surance Presidents were presented by Harry 
M. Cutler, vice-president of the National Life 
of Montpelier, and George L. Williams, Vice- 
president of the Union Central, each making a 
brief talk. 

J. T. Tyne, vice-president of the National 
Life and Accident, the remaining member of 
the committee from the Association of Life 
Presidents, was absent from the room at the 
time, but President Reynolds announced that 
Mr. Tyne would be asked to have something 
to say at a subsequent session. 

The concluding paper of the afternoon’s pro- 
gram was read by E. C. Milair, vice-president 
of the George Washington Life, Charleston, W. 
Va. Mr. Milair’s subject “Reinstate- 
ments,’ and while saying that he 
thought the solution lay in prevention rather 
than in the cure, and was therefore tied up 
with the question of selection, he promised to 
stick to the subject assigned to him. Mr. Milair 
described in considerable detail- the workings 
of an elaborate system of handling lapses and 
reinstatements which has been used for some 
time by the George Washington. He empha- 
sized the great importance of watching condi- 
tions in individual agencies, declaring that the 
lapse ratio in different agencies would vary, 
and that companies should give close attention 
to their branch offices having excessive termina- 


was 
frankly 


tions. 
Tuurspay MorNING 

Clarence J. Daly, president of the Capitol 
Life of Denver, whose address on “Ever Pres- 
ent Problems in Building a New Company” 
opened Thursday’s program, is one of the 
youngest, if not the youngest chief executive 
of a life insurance company in the United 
States. Mr. Daly kept the convention laughing 
most of the time he was reading his paper, and 
although written in a happy vein throughout, 
its wit was all on the surface. The underlying 
current of thought rested on sound reasoning. 

Promotion, organization, production, cost and 
financing were in turn discussed as the ever 
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present problems which make the path of the 
young company anything but an easy one to 
travel. Mr. Daly does not look with decided 
favor upon the young company undertaking to 
write substandard. Neither does he think it 
wise for such an institution to attempt to cover 
too much territory until it is well established 
at home. In his opinion there is an abundance 
of undesirable agency material from which the 
young company can pick, but agency officers 
are warned against those who are too ready to 
Jeave an older company for one just starting. 
Mr. Daly said there is nearly always a reason 
why such agents want to make a change, and 
the executive undertaking to build up an agency 
force for the new well steer 
clear of them. 


company may 


DISABILITY CLAUSES 

Charles F. Coffin, vice-president and general 
counsel of the State Life Insurance Company 
of Indianapolis, who has made an exhaustive 
study of the disability coverages granted by 
American life convention companies, followed 
Mr. Daly, reading excerpts from a voluminous 
paper he had prepared on “Broadening Our 


Service.” Illustrating the wide discrepancy be- 
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tween the disability clauses of the companies, 
Mr. Coffin read several, selected at random 
from among convention companies. 

Mr. Coffin declared that notwithstanding the 
fact that there was a sentiment prevailing that 
for companies to write disability and double 
indemnity was encroaching on the field of health 
and accident he believes that life 
companies, in broadening the scope of their 


insurance, 


service, and in meeting a real demand on the 
part of the public, are justified in adding these 
features to their life insurance contracts. 


TuurspDAY AFTERNOON SESSION 
Discussing Mr. Coffin’s address, at the after- 
noon Miller Hamilton, presi- 
dent of the Federal Life, Chicago, Ill, cau- 
tioned the companies against the dangers of 
This militates against sound 
granting disability coverage 


session, Isaac 


over-insurance. 

underwriting in 
no less than in any other form of insurance. 
While $500 per month is purely an arbitrary 
amount, Mr. Hamilton said, he 
favor of the companies agreeing upon that as 
the limit of disability coverage which any per- 
In order to keep check, the 


would be in 


son should carry. 
application blanks would have to ask the ques- 
tion, “How much disability insurance do you 
carry, and in what companies?” just as such 
a question is now asked with respect to life 
insurance. 

The paper prepared by J. C. Cameron, vice- 
president of the Great Southern Life of Dallas, 
on “Reinsurance and Coinsurance,” was read 
by Secretary Blackburn, as Mr. Cameron, al- 
though present, was suffering from the effects 
of a bad cold. This paper, printed elsewhere 
in this issue, was well received by the conven- 
tion. 

J. W. Ciecc A SPEAKER 

At the conclusion of its reading, President 
Reynolds invited J. W. Clegg, who as president 
of the National Association of Life Under- 
writers, represented that organization at the 
convention, to have something to say. 

In bringing to the American Life Convention 
the greetings of the agents’ organization, Mr. 
Clegg declared that the two bodies had a single 
purpose, and were confronted with the same 


problems. Mr. Clegg would like to see the 


companies refuse to make a contract with 


an agent who is unwilling to become a member 
of the Association of Life Underwriters, ang 
would also be glad to see the commissioners re. 
fuse to license as a life insurance agent any- 
one who declined to affiliate with the association, 

Mr. Clegg was followed by C. O, Pauley, 
secretary of the Great Northern of Chicago, 
who represented the Health and Accident Un. 
derwriters Conference at the convention, Re. 
ferring to the morning’s discussion of disability 
and double indemnity, Mr. Pauley expressed 
himself as inclining to the opinion that there 
is ample room in the field for both the life and 
the casualty companies, and that most of the 
latter would feel no jealousy because of the 
activities of the former in writing disability 
and double indemnity. Both the convention and 
the conference are interested in public relations, 
declared Mr. Pauley, in sounding a note of 
warning against the socialization of business, 
as advocated by Candidate LaFollette and his 
cohorts. Mr. Pauley directed the convention's 
attention to Senator LaFollette’s recent utter- 
ance that “the great insurance companies are 
nothing but the private property of the Wall 
Street banks.” 

In concluding, he cautioned the life companies 
against unwise litigation, reminding them that 
because of the close relationship between dis- 
ability insurance and health and accident insur- 
ance that adverse decisions affecting life com- 
panies would also react on casualty companies, 
and vice versa. 

President Reynolds introduced J. W. Glover, 


of the University of Michigan, who read a 
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paper on “Organizing an Agency Force,” pre- 
pared by H. J. Saunders, president of the West- 
ern States Life. Mr. Saunders could not be 
present. His paper discussed three systems of 
agency management—the purely general agency 
plan, the branch office plan, and the district or 
State office plan. 

The general agency system, 
until about twenty-five years ago, had the ad- 
yantage of holding out inducements to ambitious 
men, but it combined with this advantage the 
demerit of restricting the company’s authority 
in the selection of subagents. The purely 
branch office system was almost the converse. 
The salary offered managers, without the in- 
did not attract the 
The district or 
Saunders, 


so widely used 


ducement of commissions, 
more aggressive type of men. 
State office plan, according to Mr. 
combines the good points of both other systems, 
eliminating whatever drawbacks both possess. 
In addition to the salary paid the manager, it 
is customary to give him an overriding com- 
mission on the business produced, and_ besides 
offering this inducement to attract desirable 
managers, the company is able to review the 
selection of subagents, and to exercise closer 
stpervision over the territory. 

The afternoon’s session concluded with the 
reading of a paper on “Home Office Sugges- 
tions,’ by Henry Abels, vice-president of the 
Franklin Life. 


FripAy Morninc 

At the closing session Friday morning, Secre- 
tary Blackburn read a telegram from Vice- 
President Harry Cunningham of the Montana 
Life expressing his deep regret at his inability 
to be present. 

The report of the resolutions committee con- 
sisted of a memorial to the following members 
who have died during the past year: George 
B. Stadden, president Franklin Life; Frederick 
Frelinghuysen, president, Mutual Benefit Life; 
Dr. T. W. Rankin, medical director, Ohio State 
Life; F. P. Anderson, vice-president, Wiscon- 
sin Life, and C. A. vice-president, 
American Bankers Life, Chicago. Mr. Goodale 
was suddenly taken ill last Sunday after arriv- 
ing in New Orleans to attend the convention. 

Charles F. Coffin, vice-president of the State 
Life of Indiana, delivered a fine eulogy on New 
Orleans hospitality, paying a high tribute to 
President Crawford H. Ellis, Vice-President 
and General Manager E. G. Simmons of the 
Pan-American and to their associates, who were 
in evidence every day, and whose efforts con- 
tributed largely to the success of the conven- 
tion, 


Goodale, 


A resolution expressing the convention’s ap- 
Preciation was passed with hearty acclaim. 
It was at this point that J. W. Stevens IT, son 
of President R. W. Stevens of the Illinois Life, 
amnounced the organization of an auxiliary of 
the American Life Convention, which will be 
known as the Junior Association of the Amer- 
ican Life Convention. 

President C. B. Robbins of the Cedar Rap- 
ids Life moved the thanks of the legal section 
for the entertainment accorded that section, 
and added the appreciation of the convention 


to the trade papers and to the daily press. 

George A. Grismely, president of the Security 
Life and Trust, Winston-Salem, N. C., and Z. 
N. Snell, president of the Midwest Life, spoke 
on “Automatic Premium Loans.” According 
to Mr. Snell the automatic premium loan pro- 
vision has done more than any other single fea- 
ture to complicate life insurance contracts. The 
policyholder has no way of telling from his 
policy how long his insurance will remain in 
force after failure to pay premium, and the 
exact amount of net protection represented by 
the policy. 

A cleverly-humorous series of observations 
on the meeting was given by Dr. H. E. Sharrer, 
president of the Northern States Life of Ham- 
who was drafted to take Mr. Cun- 
He described 
and 


mond, Ind., 
ningham’s place on the program. 
the wonderful Crescent City hospitality, 
deplored the fact that the impression had ever 
gone abroad that the South was “sleepy’—in 
fact, he said it was impossible to sleep at the 
Roosevelt, with a steam shovel working all 
night on one side of the hotel and a pneumatic 
riveter driving on the other. Seriously speak- 
ing, he praised the work of the convention, its 
ideals of service for the benefit 
and for its deep and 
other fellow’s welfare. 
by Mr. Coffin, giving 
sanction to a custom 
ex-officio members 


constructive 
of the insuring public, 
friendly interest in the 

A_ resolution 
the convention’s official 
long in vogue, of inviting 
of the executive committee to meet with that 
and enjoy all privileges except voting, 


offered 


body 
was adopted. 
Seay, president of the Southern 
placed in nomination for the 
the convention Vice-President 
Graham, of the Central States Life of 
In seconding the nomination, C. H. 
Beckett mentioned the fact that Mr. Graham 
had twice faithfully American In- 
stitute of Actuaries as The rules 
were suspended and the was in- 
structed to cast the unanimous vote of the con- 
Graham. 
members of 


Harry L. 
Life of Dallas, 
presidency of 
George 

Louis. 


served the 
president. 
secretary 


vention for Mr. 

Three retiring 
committee, H. R. Cunningham, Montana Life: 
Isaac Miller Hamilton, Federal Life, and the 
new president, Mr. Graham, succeeded 
by Mr. Reynolds, retiring president cf the 
convention; E, S. Chadwick, Idaho Life, and 
Isaac Miller Hamilton, Federal Life. Mr. 
Hamilton’s name was placed in nomination by 
Vice-President Merrill of the United Life and 
Mr. Hamilton protested against suc- 
ceeding himself, but the convention would not 
listen to him. Mr. Reynolds was nominated 
by President Randall of the Minnesota Life. 
His succession to the executive committee upon 
retiring from the presidency is in accordance 
with the usual custom. Vice-President Taylor 
of the Atlantic Life nominated the remaining 
member, Mr. Chadwick. 

Just before the convention closed, President 
Grant of the Business Mens Assurance called 
the attention of the convention to the fact that 
President Reynolds’ splendid service to the 
body the past year had been rendered unflinch- 
in face of the fact that he was huilding 
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the executive 


were 


Accident. 


ingly, 


T.W. BLACKBURN REPORTS 


Secretary of American Life Convens 
tion Has Served Nineteen Years 


SLIGHT LOSS IN MEMBERSHIP 


Many Mergers and Three Withdrawals 
Contribute to Smaller Roster—Four 
New Companies Received 

This is the nineteenth consecutive annual ap- 
pearance of the speaker with a report of his 
activities as secretary, treasurer and counsel of 
the American Life Convention. 

Representing you he has participated, since 
the meeting in Des Moines a year ago, in meet- 
ings of the Insurance Commissioners, Associa- 
tion*of Life Insurance Presidents, Association 
of Life Insurance Counsel, Association of Life 
Agency Officers, Life Insurance Sales Re- 
search Bureau, Medical Section of the Ameri- 
can Life Convention, National Association of 
Life Underwriters and the American Institute 
of Actuaries. He attended two meetings of 
the National Convention of Insurance Commis- 
sioners and two sessions of the Association of 
Life Insurance Counsel. 

The continent was twice crossed from ocean 
to ocean and four times in addition from 
Omaha to the Atlantic seaboard and return. 
In the course of the year the secretary per- 
sonally visited seventy companies in their home 
office. Excluding the time spent in vacation, 
by the courtesy of the executive committee, he 
has been absent from his office in Omaha 153 
days. There remain but seven company mem- 
bers who have not had a personal call. 

During the year the usual buplications have 
been issued: the bulletins containing informa- 
tion as to legislative and departmental action 
have been distributed: the legal bulletins have 
appeared monthly and no function or depart- 
ment of the convention has been neglected or 
its importance minimized. The annual reports 
of the convention, the legal section and the 
medical section aggregate 725 pages of printed 
matter. 

Since the last annual meeting the headquar- 
ters of the convention have been enlarged and 
the facilities for performing the numerous 
duties vastly improved. The force of employees 
has not been increased, but with improved facili- 
for performing the services required, an 


ties 
work has been made 


increased volume of 
possible. 

The friendly relations existing between the 
convention and the other organizations having 
life insurance have been main- 


(Continued on page 33) 


to do with 








a new home office for his company, which is 
now completed and occupied, and of which 
Kansas City is very proud. Few men, said 
Mr. Grant, could or would have attempted two 
such jobs at once, and his heartfelt tribute to 
the retiring president was heartily applauded. 
On motion of Mr. Randall the convention 
adjourned sine die, and it was voted by all 
present to have been one of the best in the 
long and splendid history of the association. 
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PROGRAM ANNOUNCED 





Arrangements Made for Meeting of 
Actuarial Society and Institute 
of Actuaries 


DATES ARE NOVEMBER 6, 7, 8 


Joint Discussions to Be Feature of Events 
—Get-together Banquet Scheduled 
for Second Night 

Plans for the joint meeting of the Actuarial 
Society of America and the American Institute 
of Actuaries, which will be held at the French 
Lick Springs Hotel, French Lick, Ind., on 
November 6, 7 and 8, have now been com- 
pleted. Lawrence M. Cathles and Robert 
Henderson, chairmen, respectively for the In- 
stitute and the Society on the committee of 
arrangements, have announced that special one 
and one-half railroad fare certificates will be 
supplied provided that at least 250 members 
and guests purchase transportation to the con- 
vention. Hotel reservations should be made 
direct to the French Lick Springs establish- 
ment. The get-together banquet will occur on 
the evening of Friday, November 7, and, 
throughout the afternoons of the three days, a 
golf tournament is to be held. 

The program of events as now scheduled is 
as follows: 


Tuurspay, NovEMBER 6 
9:30 a.m. Meeting of Council of Actuarial Society. 
11:00 a. m. Meeting of members of Actuarial So- 
ciety for discussion of papers presented at May, 1924, 
meeting and such other business as may be in order. 


Fripay, NoveMBER 7 

11:00 a. m. Joint meeting, first session: Presenta- 
tion of papers by members of both institute and 
society. Mr. Arthur B. Wood, president of the Actu- 
arial Society, will preside. 

2:30 p. m. Joint meeting, second session: In- 
formal discussion. Percy H. Evans, president of the 
American Institute, will preside. 


SaturDAyY, NoveMBER 8 
9:30 a. m. Meeting of board of governors of the 
American Institute of Actuaries. 


_ 11:00 a.m. Meeting of members of American In- 
stitute for discussion of papers previously presented 


and for such other business as may be in order. 


INFORMAL Discussion 
I. Disability. 
II. Mortality, Mortality Investigations, Special 
Hazards, etc. 

III. Annuities, 
IV. Life Insurance Without Medical Examination. 
V. Life Extension. 
VI. General, 


THE COST OF DYING 

This Widely Known and Effective Leaflet 
Now Includes Federal Inheritance Tax 
Law of 1924 
A new edition of the Cost of Dying, embrac- 
ing the text of the Federal Estate Tax Law of 
1924, has been issued by The Spectator Com- 
pany, 

This well-known leaflet, by William T. Nash, 
Strongly emphasizes the necessity for carrying 
a sufficient amount of life insurance to cover 
inheritance taxes and other death demands 
upon the estate. It describes inheritance taxes, 
shows how they bear heavily upon the estates 





of people of moderate means as well as those 
of wealthy persons, gives particular instances 
dealing with the frequent difficulties confronting 
executors in meeting inheritance taxes, etc., 
and demonstrates that such taxes, which must 
be paid in cash, may necessitate sacrifices which 
may undermine a fortune. 

Strong stress is placed upon the need for life 
insurance to meet taxes and prevent loss to 
estates, and particular attention is given to the 
desirable service rendered by life insurance in 
this connection. The exemptions allowed are 
set forth, and examples are given demonstrat- 
ing the advantages offered by life insurance 
for the protection of estates from undue deple- 
tion. In addition to a copy of the Federal 
state Tax Law of 1924, there is presented a 
schedule showing the rate of Federal tax, and 
taxes in dollars, on net estates of various 
amounts. 

Former editions of the leaflet, which is now 
considerably enlarged, have been very effective 
in aiding agents to sell life insurance. 
Numerous cases can be cited where the read- 
ing of the Cost of Dying has led men to take 
life insurance for large amounts, although such 
prospects had been practically given up as hope- 
less cases by agents. For instance, one agent 
had been trying vainly for five years to insure 
a certain business man, but the morning after 
he had persuaded him to read the Cost of Dying 
the man called the agent up early and made 
an appointment at which he signed an applica- 
tion for $25,000. Another agent secured an ap- 
Dlication for $85,000 from a man he had been 
following up for a long time, by getting him 
to read the Cost of Dying. These are typical 
examples of the strength of the arguments con- 
tained in this excellent leaflet. 

The Cost of Dying embraces forty-eight 
pages and cover, and easily fits in a No. 634 
enevelope for mailing. Its retail price is 20 
cents a copy, with discounts on quantity orders. 





Prudential Urges Employees to Vote 


President Edward D. Duffield, of the Pru- 
dential Insurance Company of America, New- 
ark, N. J., has sent out an appeal to that in- 
stitution’s 22,000 employees urging them to 
exercise the privilege of free citizens and vote 
at the polls on election day. President Duf- 
field’s proclamation points out that upon the 
wise use of that right depends the security of 
the nation, and that indifference to voting can 
only mean the ultimate collapse of government. 
He counsels the performance of this duty as the 
only means of restraining those who are un- 
worthy of holding public office. 





Equitable Society Moves 

The removal of the offices of the Equitable 
Life Assurance Society of the United States 
from 120 Broadway to 393 Seventh avenue was 
partially accomplished over Columbus Day. 
The following departments are now established 
in the new home office: actuarial, bureau of 
issue, medical, inspection, bureau of claims, 
assistant treasurer’s and cashier's. 


II 





EXECUTIVE SESSION 


A. L. C. Holds Special Meeting 
Night 


AMERICAN SERVICE BUREAU 





Report of Adjunct to Convention Shows 
Big Deficit at Present—Louisville 
Next Meeting Place 

New Orveans, La., October 17.—Besides the 
report on the American Service Bureau the 
convention in executive session Thursday night 
received reports from its committees on uni- 
form laws, substandard — business, disability 
benefits, next annual meeting, finance, depart- 
mental supervision and lapses. 

President Reynolds, during his administration 
favored the adoption of a plan which would 
permit the committee on laws to function be- 
tween meetings, as does the laws committee 
of the National Board of Fire Underwriters. 
The committee in reporting called the conven- 
tion’s attention to this recommendation, The 
committee favors in a general way uniformity 
of State laws, but does not desire this uni- 
formity carried so far that the companies will 
be placed in a straight jacket, and left no op- 
portunity for initiative. 

Specifically, the committee recommends a 
standard contestable clause, standardization of 
the laws which require or permit companies to 
insert a clause in their policies relative to the 
reserve deposit with the State, and either a re- 
peal of the Kansas law relative to forfeitures, 
or the enactment of a similar law in all of 
the other States. 

The Kansas law, passed in 1913, has the 
effect of giving Kansas policyholders sixty-one 
days of grace instead of thirty-one, and has 
caused the companies operating in Kansas no 
end of annoyance and difficulty. 

The committee on substandard business re- 
ported that it was unable to make a final re- 
port to the convention, as it had been unable 
to complete its work. At the committee’s re- 
quest it was continued. 

The committee on disability recommended 
that the convention companies adopt more ade- 
quate accounting methods, and that until more 
experience could be gathered and collaborated, 
the companies now adopt for the sake of abso- 
lute safety a higher reserve standard. The 
committee favors the plan of setting up as a 
reserve the entire amount of extra premium 
collected for disability, less claims, and actual 
expenses incident to disability. 

Louisville, Ky., was selected as the next meet- 
ing place. The report of the committee on 
finance reflected a healthy condition of the 
convention’s affairs. 


SERVICE BuREAU REPORT 
The report of the special committee to in- 
vestigate the American Service Bureau was 
received with mixed feeling. The report, as 
was predicted in Tue Specrator last week, 
recommended that if the convention cares to 


(Continued on page 37) 
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FIFTY-SECOND ANNUAL ISSUE 


THE INSURANCE YEAR BOOK 


for 1924—1925 


pain of the great expansion in all branches of the insurance busi- 

ness, especially in the number of companies engaged in casualty, 
surety and allied classes of insurance, and the consequent growth in the 
quantity of statistical and other data necessarily included in that great 
encyclopedia of insurance information, THE INSURANCE YEAR BOOK, 
it has become desirable to issue the Year Book in THREE VOLUMES 
embracing in all, some four thousand pages, devoted respectively to LIFE 
INSURANCE; FIRE AND MARINE INSURANCE; CASUALTY, 
SURETY AND MISCELLANEOUS INSURANCE. 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EACH VOLUME IS COMPLETE IN ITSELF 


BRIEF OUTLINE OF CONTENTS 


CASUALTY, SURETY AND MIS- 
CELLANEOUS VOLUME 


LIFE VOLUME FIRE AND MARINE VOLUME 


Reports of Fire Insurance Companies 
—Historical Data. 


Reports of Life Insurance Companies 
—Historical Data. 


Statutory Requirements. 
Statistical History. 


Compendium of Official Life Insur- 
ance Reports. 


Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 


Life Insurance Volume....... 


Casualty, Surety and Miscellaneous In- 
surance Volume............. 





Reports of Casualty, 
Miscellaneous Insurance 
panies—Historical Data. 

Statutory Requirements. 

Statistical Tables. 

Classified Premiums, 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Statistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Four 
Years. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 


Surety and 
Com- 


Losses and 





Short Rate Tables. 

Statistics of Fire Insurance Business. 
Classification of Premiums and Losses. 
Retired Companies. 

Underwriters’ Organizations. 
Foreign Insurance Companies. 
Marine Insurance Data. 

Fire Departments and Water Supply. 


Directory of Insurance Agents, Law- 
yers and Adjusters. 


PRICES: 
ane Anaitecatogenatele $15 Fire and Marine Insurance Volume...........$15 
Either Two Volumes, ordered together........ 25 
15 All Three Volumes, ordered together......--.. 35 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain). on receipt 


of price; to other countries, extra cost of postage added. Customs charges added. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 


Insurance Exchange 


PUBLISHERS 


135 William Street 
NEW YORK 
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J. L. CUNNINGHAM 


Former Head of Glens Falls Died 
Last Week 


NOTED FOR WIT AND HUMOR 


Was Able Executive and Author of Many 
Epigrams—Still Retained Interest in 
Company’s Activities 
The death of John L. Cunningham, former 
president of the Glens Falls Insurance Com- 
pany, occurred at his home in Glens Falls, 
N. Y., on Wednesday, October 15. Lt. Col. 
Cunningham was one of the most widely known 
of the older fire insurance executives, having 
been president of the Glens Falls from 1892 
to 1914, and has since been identified with the 
company as a member of the board of direct- 
ors and as chairman of the executive com- 

mittee. 

In addition to his outstanding executive 
ability, Lt. Col. Cunningham was widely known 
because of his apt writings in the Glens Falls 
Now and Then, and through his ability as an 





rene 





LieuteNANT Coronet J. L. CunNINGHAM 


after-dinner speaker. His services in the lat- 
ter capacity were in great demand previous to 
the time when his failing health made public 
appearance impossible. He enjoyed great popu- 
larity because of his personal charm and the 
delightful humor which permeated everything 
he said or wrote. His friends were many and 
steadfast. 

He was born at Hudson, N. Y., on April 5, 
140. His boyhood was spent on a farm in 
Essex county, N. Y., and after graduating in 
law at the Union University Law School at 
Albany in 1861, he practiced law at Essex until 
he enlisted in the 118th New York Regiment 


in 1862. He saw a good deal of active service 
and for some time was Provost Marshal at 
Portsmouth, Va. He came out of the war with 
the rank of major and brevet lieutenant-colonel. 
On returning home he was appointed collector 
of internal revenue for the Sixteenth Congres- 
sional District of New York. 

He resigned this position to join the field 
forces of the Glens Falls as a special agent. In 
1872 he was elected secretary of the company 
and on the death of President Russell W. Little 
in 4892 he was elected president. This position 
he resigned April 29, 1914, but continued his 
service with the company as a member of the 
board of directors and of its executive commit- 
tee. 

Colonel Cunningham is survived by an only 
daughter, Mrs. W. A. Brown of Glens Falls, 
with whom he lived. 

Funeral services were held from the First 
Presbyterian Church of Glens Falls on Friday, 
October 17, at 2:30 p. m. and were attended by 
a special committee from the National Board 
of Fire Underwriters. 





McMAHAN’S RATE ORDER REVERSED 
South Carolina Commission Says Rates 
Are Now Just 


The order of Insurance Commissioner John 
J. McMahan of South Carolina of August 2, 
that rates on certain classes of risks in South 
Carolina which are higher than rates on simi- 
lar classes in North Carolina be reduced to the 
level of those in North Carolina; also that 
rates in country habitations be reduced to the 
level of those in third-class towns, has been 
reversed and vacated by the Insurance Commis- 
sion of South Carolina. Commissioner Mc- 
Mahan had specified that his promulgation be 
effective on August. However, a writ of 
mandamus was issued preventing its enforce- 
ment at that time, and now, it will never go 
into effect. 

The Insurance Commission, after hearing 
evidence, holds that no discrimination, such as 
claimed by Commissioner McMahan exists. 
The decision as filed by the commission states 
that the test of the justice of rates is the loss 
experience of the companies operating in that 
State. After careful investigations it was found 
that the loss ratios are higher in South Carolina 
than in North Carolina in spite of the more 
advanced rates in the former State; further- 
more, rates on country residences higher than 
those on third-class town dwellings are justified 
by the experience of the companies. 

Another important step taken by the com- 
mission was the recommendation that the valued 
policy law be repealed in order that the fire 
waste in South Carolina may be reduced and 
thus bring a substantial reduction in rates. 


PENNSYLVANIA AGENTS 
MEET 


K. H. Blair Succeeds C. H. Biddle as 
President 


MILWAUKEE RESOLUTION UPHELD 


Talk on Surety Selling by Spencer Welton 
Especially Well Received 


The same note of seriousness and intent 
purpose that has characterized other State 
association meetings since the National Con- 
vention in Milwaukee was in evidence at Al- 
toona, Pa., Thursday and Friday of last week 
during the annual convention of the Pennsyl- 
vania Association of Local Agents. 

The Milwaukee Resolution, as it is known 
all over the country, seems to have crystallized 
all the agency problems into one major theme 
that becomes a prominent point of discussion 
early in each meeting. 

Pennsylvania has many small mutual com- 
panies, making the agents feel that mutual 
competition is a most important problem for 
them to consider. President Biddle, in his 
annual report, brought this problem squarely 
before the agents with the following words: 

“T do not believe in the representation of 
both stock companies writing at conference 
rates, and mutuals, reciprocals, or cut-rate 
companies in one and the same office. I do not 
see how this zvepresentation can be carried out 
in fairness to either the agents or the public.” 

Mr. Biddle took a fair viewpoint on this 
subject in connection with agents who already 
represent mutuals in order to retain business 
in their offices. On this point he said, “I know 
there are a number of our members who are in 
difficulty at the present time because of unfair 
competition, and while I am determined, and 
am strongly in favor of the good fight, yet I 
am not so hard as to demand of a man that 
he sacrifice his livelihood to a principle pro- 
mulgated by others which may not at all fit his 
individual case. Honor and common-sense 
should decide this question for the individual.” 

When the meeting reached a discussion of 
the qualification for membership, a motion was 
passed that the president should appoint a 
committee of five members to consider a pro- 
posed change, allowing agents who gave a 
small percentage of their premium income to 
mutuals to become members in good standing. 
This committee will also take steps to exclude 
agents who are unfair in competition and mis- 
represent their policies. Such agents were 
bitterly scored by I. T. Dempsey of New 
Bethlehem as “Judas agents.” 

State Insurance Commissioner Samuel Mc- 
Cullough was warmly commended by C. M. 
Bender of Towanda for “keeping the State out 





Has paid losses for 
over 50 years 


J. HARRIS LENKER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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Insurance and Our 
NATIONAL Utilities 


Insurance represents more than a finan- 
cial safeguard to the great enterprises 
devoted to general welfare. It provides 
expert advice in the construction and 
maintenance of equipment. Its counsel 
makes for safety and economies that play 
no small part in important public service. 


The broad, National aspect of the L. & 
L. & G. is emphasized by its connections 
with many power plants, railroads and 
other utilities. Its dealings in this field 
are vibrant evidence of the company’s 
service in the machinery of the Nation. 
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A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 


An Expert Automobile Insurance Underwriter 


A New, Complete, Standard Treatise 
Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 


This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules 
the making of rates and the establishment of practices in 
automobile insurance, now in vogue throughout the United 


States. 
PRICE PER COPY, $3.75 
Discount in Quantities 


THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 




















HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“tone of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Weite for Financial Statement 


GEO. A. CHASE, President BALTIMORE, MD. 


B. L. TALLEY, Secretary 
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of the insurance business, which is a trend 
toward Socialism.” 

I. D. McQuistion of Erie gave a number of 
reasons why auto dealers should be carefully 
excluded from the insurance business. This 
problem seems to be more acute in Pennsyl- 
yania than in some other States, or at least it 
has appeared so to THE Spectator. It will be 
remembered that A. S. Galland of Wilkes- 
Barre made a very fine presentation of this 
fact at last year’s meeting in Wilkes-Barre. 
Mr. Galland this year led a discussion to show 
the advantages of a greatly increased license 
fee. He showed that by means of increasing 
the cost of entering the insurance business 
many “part-timers” and “one-risk” agents 
would not take out licenses, thereby greatly im- 
proving agency conditions. 

Directly following the welcoming addresses, 
Spencer Welton, vice-president of the Fidelity 
and Deposit Company of Baltimore, gave valu- 
able points on “Selling Surety.” Mr. Welton 
showed the need of surety selling, and then 
swung at once into a list of suggestions on how 
to find prospects. Mr. Welton’s talk was dif- 
ferent from other selling talks of this kind, in 
that it took up the problems of the very small- 
town agent, and showed that there were many 
prospects even in towns of 500 to 2500 popu- 
lation. 

ENTERTAINMENT FEATURES 

Many of the agents were interested in watching 
how the program of entertainment was broad- 
casted directly from the room by the Gable- 
Tribune radio station. A carefully chosen se- 
lection made the evening most enjoyable. An 
automobile ride was arranged on Friday to 
take the delegates to Loretto and around the 
estate of Charles H. Schwab. 

Perhaps no State association president has 
had the tribute that came to Charles H. Biddle 
upon retiring. He was presented with a wrist- 
watch as a gift from the organization. He 
really did splendid work building up the asso- 
ciation. The winning of the membership cup 
at Milwaukee proved that a great deal of good 
work had been done. 

Charles H. Biddle was succeeded by Ken- 
neth H. Bair of Greensburg, Pa. 

I. D. McQuistion of Erie was elected vice- 
president, H. E. McKelvey of Pittsburgh be- 
came chairman of the executive committee, 
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treasurer during the year and was kept in 
office. 

The Pennsylvania convention was a_ good, 
live session, well worth the attendance of every 
local agent in Pennsylvania. 


Memoir on the Late Henry Evans 
[To the Editor of THe Spectator] 

My partial disability, owing to the accident 
I met with some time ago, made it impossible 
for me to see the various notices of the death 
of Mr. Evans, former President of the Conti- 
nental. I have my own views concerning pub- 
lic men with whom I am acquainted and I 
think I may shed a little light on the character 
of Mr. Evans. 

Mr. Evans died as a martyr to his sense of 
duty. I asked him, once, why he took over the 
Phenix Insurance Company, which, as every- 
body knows, threw a great burden of labor and 
responsibility upon a man who was already 
overworked. He replied substantially as fol- 
lows: 

“I had to. A friend of mine who put up 
much of the money to save the Phenix after 
the San Francisco fire sent for me one morn- 
ing to come around to the office of the Phenix. 
There I found several gentlemen, including the 
Superintendent of Insurance, and I was told of 
the desperate plight in which the Phenix was 
found. I was told that unless by ten o'clock the 
enormous deficiency was made up, or guaran- 
teed, the Superintendent would have to close 
up the company. That would have alarmed 
every agent of the company and they would all 
have gone to reinsuring the company’s business 
in other companies represented by them. Now, 
as we all knew at the time, the business of the 
Phenix was very large and very choice. The 
sentlemen who sent for me and I had been in 
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some money out of them. Only a short time 
ago I took $250,000 profit out of a matter in 
which my friend put me and which I knew 
nothing whatever about at the time except that 
he sent for $100,000 of my money, which he 
got by return messenger. We have been in 
other matters together, and I felt under great 
obligations to the gentleman.” 

When it was announced that the Phenix was 
deficient about a million dollars, and that it 
had been put in the hands of Mr. Evans for 
management, there was probably not a single 
policy canceled on account of the deficiency in 
the company’s funds. 


Mr. Evans then told me what work he was 
doing. He was then President of the Conti- 
nental and the Fidelity. After transacting his 
arduous duties he went home, worked an hour 
before dinner, over the Phenix matters, dined, 
rested an hour and a half, then worked three 
hours, then retired and slept until he was 
called at a certain hour before daylight, when 
he arose and dictated letters for two or three 
hours more and then got a little rest. 

I don’t need to characterize this further than 
to repeat my first statement that he died owing 
to a lofty sense of duty. 

Mr. Evans disliked a toady, but he respected 
a man of independence. I recollect an incident 
in the Tariff Association. Vice-President 
Correa of the Home declared that if a proposed 
new rule should be adopted the Home would 
not be bound by it. Mr. Evans made the same 
declaration on behalf of the Continental. I 
spoke next and said, as emphatically as I was 
able to, that if the proposed rule were adopted 
the Home and the Continental would obey it— 
as they did. From that time I observed an in- 
crease of cordiality on the part of Mr. Evans. 


Exv1jAH R. KENNEDY. 
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Organized 1859 


NATIONAL LIBERTY |#<_,, son | 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Western Dept., 207 North Michigan Blvd., Chicago 


Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
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Tornado 
Rent and Rental Values 
Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 























LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 


Tourist Baggage 





MAN IN HIS HOME TOWN. THINK IT OVER! 
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ta HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 
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Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS -— TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 
Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 


A VALUABLE NEW REFERENCE WORK 


CREDIT INSURANCE 


By 
SAUL B. ACKERMAN 


Assistant Professor of Insurance, New York University 
and 


JOHN J. NEUNER 


Assistant Dean, Northeastern University— 
School of Business Administration 


A PIONEER WORK ON THE SUBJECT 


Every Company Official, Agent or Broker 
who desires to be well informed as to 


CREDIT INSURANCE 


will find in this useful reference book a vast amount of informa- 
tion, presented in a condensed and readable manner, relating 
to 

Early Development of Credit Insurance 

Fundamentals of Credit Insurance 

Analysis of Policy Forms 

Special Riders in Policies 

Adjustments 

Approved Credit Risk Policy 

Service and Collection Department 
with numerous sub-divisions under these topics. 


An Excellent Reference or Text Book for 
All who are interested in 


CREDIT INSURANCE 


Price, per copy, $1.25 
Discounts on quantity orders. 


THE SPECTATOR COMPANY 


Sole Selling Agents (except the publisher) for the Insurance World 
CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 





























SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





Insurance in Foree 


Over $80,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL VY. MONTGOMERY, 
Vice President & Actuary 

















Field Annuals 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
‘ tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 





P. 0. BOX 617 LOUISVILLE, KY. 
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OSWALD G. BOYLE DEAD 
Former Atlas Manager Succumbs to Pneu- 
monia Attack 

Oswald G. Boyle, retired United States 
manager of the Atlas Assurance Company, 
died last Wednesday at his home, 164 Clinton 
place, Hackensack, N. J. He was but little 
past fifty years old and is survived by Mrs. 
Boyle and two adopted children. The cause 
of Mr. Boyle’s death is directly traced to an 
attack of pneumonia shortly before he became 
United States manager of the Atlas, about 
three years ago. The result of the disease 
upon his heart prolonged his recovery to such 
an extent that last June, more than two years 
since, he had been stricken, he was forced 
to resign from the Atlas, at which time Ronald 
R. Martin succeeded him, as was announced in 
Tue Spectator for June 19. Following his 
resignation Mr. Boyle indulged in a long 
period of inactivity, but his heart did not re- 
spond and finally became so bad that it caused 
his death. 

A native of New York, Mr. Boyle entered 
the office of the old American of New York 
in 1801, on the completion of his education. 
In 1896 he became special agent of the Man- 
chester Fire in Western Pennsylvania, and 
when in 1904 the Atlas absorbed the Man- 
chester he entered the employ of the former 
company in the same position as he had for- 
merly held in the Manchester. From _ this 
point his rise was rapid. At no time did he 
spare himself in his work. In 1917 he be- 
came general agent in the United States 





“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders....... 1,752,290 








Assets........... 4,543,938 








branch, was promoted to submanager in 1920 
and attained the position of manager in April, 
1922, upon the retirement of Frank Lock. 

Mr. Boyle was an able adjuster and on his 
retirement had planned to take up this busi- 
ness when his health had become completely 
restored. During his apprenticeship as an 
agent in the field he organized the Under- 
writers Club of Philadelphia and became its 
first president. 


Fire Insurance Law Chart, 1924-1925 


The Fire Insurance Law Chart for 1924- 
1925 has been issued by The Spectator Com- 
pany, New York, and includes the alteration 
due to the enactment of new laws and amend- 
ments by various State legislatures in 1924. 

This valuable chart presents in most con- 
venient tabular form a summary of the various 
State laws relating to the filing of annual and 
tax statements, fees and taxes payable, agents’ 
licenses, several restrictive laws, etc., and other 
special requirements concerning fire insurance 
companies. Its purpose is to afford informa- 
tion at a glance concerning the statutory re- 
quirements upon the subjects listed below, 
which constitute the headings of the chart. 

Standard Policy Law; Valued Policy Law; 
Resident Agents’ Law; Commission Required 
to Be Paid to Resident Agents; Anti-Coin- 
surance Law; Anti-Compact Law; Prohibiting 
Reinsurance in Unauthorized Companies; An- 
nual Statement Required; Tax Statement Re- 
quired; Date of Expiration of Local Agents’ 
Licenses; Fees, etc., for Issuing Local Agents’ 
Licenses; Charges for Filing Annual State- 
ments; Taxes Payable by Company. 

The existence or the non-existence of 
statutes of the classes designated by the first 
seven titles is indicated in each case by a plain 
“Yes” (in red) or “No” (in black), while the 
conditions respecting the other subjects named 
are stated as briefly as possible, the columns 
heing printed alternately in red and_ black. 
Whenever needed, footnotes are used to render 
the requirements perfectly clear. 

Additional information given in the chart 
embraces a list of States requiring deposits, 
with amounts; also a list of States requiring 
home office statements from foreign companies. 
There are also footnotes indicating the States 
in which reinsurance policies must be counter- 
signed by resident agents, and those in which 
they need not be so signed; and States which 
require all reinsurances to be reported. The 
chart shows whether taxes are based upon 
gross or net premiums and whether governed 
by reciprocal law. 

The chart may be used not only as a guide 
on the subjects mentioned in it, but as a check- 
ing list to enable companies to quickly ascer- 
tain whether they have complied with the legal 
requirements, thus avoiding being subjected to 
penalties. It is printed on excellent bond 
paper and is brass tipped at top and bottom, so 
that it may be hung in a convenient place 
ready for reference. The price is $3 per copy, 
with a discount of 20 per cent on orders of 
100 copies or more. 
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New Company in Texas 


A new fire insurance company has obtained 
a charter from the State of Texas under the 
name of the Commercial Standard Insurance 
Company of Dallas, with a capital stock of 
$100,000 and surplus of $75,000. Incorporators 
are: I. T. Houston, J. E. Earnest and S. O. 
Craft. The company will not be privileged 
to commence operations until it is formally 
licensed by the State Insurance Department. 


Fire Underwriters of Northwest 
(Continued from page 4) 


St. Paul Fire & Marine in Wisconsin; Thomas 
A. Hogan, State agent for the Dubuque Fire 
& Marine and the National Reserve in IIli- 
nois, and Royal A. Buckman, superintendent 
of the automobile department of the Royal in 
the West. 

Mr. Meredith in his address pointed out that 
agriculture | was spending  $1,000,000,000 
monthly. He asked whether insurance was 
getting its shore. 


Conference on St. Louis Situation 
Sr. Lours, October 22.—A committe of nine 
members of the Fire Underwriters of St. Louis 
will visit Chicago on Friday of this week for 
a conference with company managers in the 
hope of formulating a new plan to relieve the 
situation there. 
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of Wetatoe ret ’ 


71st 
ANNUAL STATEMENT 


JAN. Ist, 1924 


Capital........ $1,000,000.00 
Assets......... 8,296,360.91 
Liabilities..... 5,263,063.00 


Net Surplus to 
Policyholders. 3,033,297.67 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 

F. I’. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 

New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 

Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 


Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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EVERY YEAR A RECORD YEAR >! 
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on $9,248.00 $5,683.00 $722.46 Who travels as Solicitor, Auditor, 
1913 $234,570.00 $55,825.00 $320,985.43 Noustae 3 
117 «$758,923.85 $365,736.81 $1,307,881.83 Snepectar ae Dela es 
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1921 $2,374,671.38 $1,499,846.33 $4, 234,599.59 rages id 
122 © $2,891,874.11 $1,722,207.46 $5, 763,009.64 a 
e g a, 
ws $3,337,492.14 $2,119,695.57 $7,385,699.08 lowa State Traveling Men’s Association av 
6 ” € 
Business Men’s Assurance Company . “Oldest and Best the 
W. T. GRANT, President KANSAS CITY, MO. Anchtent Inamnanee at Geet Ve 
Never Exceeded $9.00 per year bs 
Weekly Indemnity $25.00 ” 
NORTHERN INSURANCE Co the 
sn ° Death Benefit $5,000—$10,000 ; . 
ae Insurance to February 1, 1925, for $2.00 ~ 
JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. Write tor Application Blank I 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. H. E REX Sec’ y-Treas DES MOINES, IOWA i Ub 
e e 9 + 
W. 2. RAY, Special Ageut FRANK G. DELA HUNT, Sage 
Terre Haute, Ind. Special Agent 7 
726 Racine Street, Milwaukee, Wis. ' the 
C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent - 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. nes: 
RICHARD W. WETZEL of 
1526 Bryden Road, Columbus, Ohio tar’ 
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FIRE AND LIFE 
g,ASSURANCE CORPORATION. Lid. ania — on 


a @DSON, United States Manager $24. 965 360.86 = 


GENERAL BUILDING - 47 & WALNUT STS. | 



















ONL : 
TRA PHILADELPHIA a , prin 
Home Office, One Liberty Street 
New York City 
LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL ~ 
WESTERN DEPARTMENT PAGIFIG DEPARTMENT 
Organized 1855 GC. R. STREET, Vice-President GEORGE H. TYSON, Gen’l Agent 


4 W. L. LERCH, Manager 210 Sansome Street 
76 West Monroe St., Chicago, Hl. San Francisco, California 


BOSTON OFFICE 
OF NEWARK, NEW JERSEY ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
JANUARY 1, 1924 


MARINE DEPARTMENT 





Capital, $2,250,000.00. Net Surplus, $4,251,619.2a NEW YORK—Wm. H. McGee & Co., General Agents, 15 William Street 
Surplus to Policyholders, $6,501,619.22 SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
NEAL BASSETT, President 
JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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NEW YORK SURVEYS 

The Indirect Cost of Fire Waste.—In the 
Underwriters building, 123 William street, 
some one deposited a lighted cigarette on the 
awning of the cleventh floor, probably shortly 
before nine o'clock, and just, after that time 
the awning commenced to burn. There were 
about one thousand people who ceased work to 
look out of the windows, not all of course 
being in the Underwriters building, to watch 
the burning awning. How much this stoppage 
of work cost one could easily determine, but a 
thousand dollars would be a low figure to place 
it at. 

Uberto C. Crosby.—The recent death of 
Uberto C. Crosby, former United States man- 
ager of the Royal Exchange, removes from 
the fire insurance field one of its most pic- 
turesque figures. Mr. Crosby entered the busi- 
ness in 1866 as clerk in the Worcester office 
of the Bay State Fire, later becoming secre- 
tary of the company. In 1872 he went with 
the Commercial Union as special agent, serving 
in this post for eleven years and then connect- 
ing himself with the Phenix. From 1900 to 
1905 he was president of the New Hampshire 
Fire and for the six succeeding years was 
United States manager of the Royal Exchange. 
He died at the age of seventy-seven, after a 
career of insurance service which has been 
equalled by few men. 

The Insurance Institute of America.—If 
work is any indication, then the Insurance In- 
stitute is flourishing at the present time. 
Some nineteen different societies and organ- 
izations will be giving the courses this year, 
as well as individuals who will study by them- 
selves. Several companies situated at remote 
points where there are no insurance societies 
are conducting classes in their own offices; this 
feature seems to be growing at the present 
time. The Institute has now four pamphlets 
dealing with the subjects of building construc- 
tion, illustrated, plan drawing to scale, chem- 
ical fire hazards, and woodworkers, illustrated. 
Others are in course of preparation and will 
be ready by the first of the year. These are 
not textbooks, but merely brief outlines 
primarily for the lecturer, but are most valu- 








— 


able to the student for checking up his work. 

A Just Decision—The decision of a high 
court in California that typhoid fever is an 
accident appeals to us as a decidedly just de- 
It is contracted as a matter of fact 
in an accidental manner and without the voli- 
tion of the person who contracts it. Decision 
by decision the scope of accident insurance is 
being enlarged, and all, it seems to us, to the 
benefit of the business. 


cision. 


CHICAGO AND THE WEST 

Heads Auto Underwriters.—Ralph Rawl- 
ings, associate manager of the Western depart- 
ment of the Boston and the Old Colony, was 
re-elected president of the Western Automobile 
Underwriters Conference at a meeting held last 
week at the Hotel La Salle. Other officers 
elected include: Vice-president, F. P. Hamil- 
ton, Western manager of the Queen; treasurer, 
John F. Stafford, Western manager of the Sun 
of London; executive committee, E. A. Henne, 
manager of the American Eagle; George H. 
Bell, manager of the National of Hartford; J. 
D. Vail, assistant general agent of the Hart- 
ford Fire; George Tramel, manager of the 
7Etna companies; A. F. Powrie, manager of the 
Fire Association; W. H. Lininger, associate 
manager of the Springfeld; W. A. Chapman, 
manager of the Firemans Fund; H. A. Miller, 
assistant manager of the Insurance Company of 
North America; H. B. Elmers, assistant man- 
ager of the American of Newark. 


National Liberty Conference——Field men 
of the National Liberty held a three-day con- 
ference, commencing on Tuesday at the Pear- 
son’s hotel. Richard E. Vernor, manager of 
the fire prevention department of the Western 
Actuarial Bureau, was one cf the principal 
speakers, his topic being “Fire Prevention and 
the Field Men.” H. A. Clark, Western man- 
ager of the company, presided. 

W. E. Mariner Celebrates—W. E. 
Mariner, general manager of the Western Ad- 
justment Company, at a two-day conference 
of branch managers and senior adjusters, was 
presented with a Swiss movement platinum 
watch on the occasion of his twenty-fifth an- 
niversary. 





PHILADELPHIA NOTES 


Underwriters Club Meet.—The Under- 
writers Club of Philadelphia had its quarterly 
meeting ‘at the Adelphia Hotel on the evening 
of October 14. The chief speaker was Alfred 
G. Martin, United States manager of the North- 
ern of London. Other speakers were: Edward 
P. Rath, staff adjuster of the general adjust- 
ment bureau, and Herbert Martin, the club 
secretary. John P. Frazier, of the Insurance 
Company of the State of Pennsylvania, the club 
president, presided. The guests included: H. 
J. A. Finley, assistant secretary of the Superior 
Fire, and G. S. Patrick, special agent of the 
Liverpool and London and Globe, both members 
of the Smoke and Cinder Club of Pittsburgh. 

Insurance Association Elects.—John R. 
Henry, of Henry & Rockey, Harrisburg, Pa., 
has been elected president of the Insurance 
Association of Pennsylvania. Albert L. Allen 
has been named vice-president and Charles W. 
Mitchell, secretary and treasurer. 

New Officer of Lumbermens.— The 
Lumbermens of Philadelphia has elected as 
vice-president Charles K. Haddon, director of 
the Federal Reserve Bank of Philadelphia, and 
one of the leading financiers of the East. 

New Agency Formed.—A new insurance 
agency has been formed in Philadelphia, known 
as Scarborough & Schlechter, with offices in 
420 Bulletin building. The agency will repre- 
sent the Franklin Fire and the Continental 
Casualty, among other insurance companies. 





Netherlands to Furnish Engineering Ser- 
vice.—Raymond C. Karge has been appointed 
special agent of the new engineering and ser- 
vice office of the United States branch of the 
Netherlands in Philadelphia. Mr. Karge was 
formerly with the insurance department of the 
Congoleum Company and lafer was engineer 
and district secretary of the Middle depart- 
ment. Harold Knox is appointed manager of 
the new office here. 


BOSTON AND VICINITY 

Massachusetts Agents.—Guy E. Beardsley 
of the Aftna; Edward C. Stone, counsel for 
the Massachusetts Casualty Underwriters; 
James L. Case, former president of the Na- 
tional Association of Insurance Agents, and 
James M. Buffington of Fall River will be 
among the principal speakers at the annual 
meeting and dinner of the Massachusetts As- 
sociation of Insurance Agents, October 24. 








INTER: OCEAN REINSURANCE COMPANY 





CEDAR RAPIDS, IOWA 
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Great Southern 
Life Insurance Company 


PROGRESSIVE PROSPERITY 





Commenced Business November Ist, 1909 








INSURANCE IN FORCE 
ADMITTED ASSETS (Paid-for Basis) 


Mec. 31, 1009. ............-5. $602,702 $992,000 
ee + 1,247,205 14,857,356 
Dec. 31, 1915................ 2,157,866 35,472,934 
a 8,586,676 75,806,544 
See. Si, PRR... .. 2... 5. 10,860,821 103,680,051 
Mhec. 31, 1922................ 12,134,749 107,475,109 
Dec. 31, 1923................ 13,941,836 115,651,301 
mept. 30, 19e4............... 15,500,000 128,387,904 








Liberal contracts direct with Home Office 


E. P. GREENWOOD, President 


HOUSTON DALLAS 
TEXAS 
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Cross-Currents 


By WitittAmM BroSmitH 


Vice-President and General Counsel, the Travelers Insurance Company 


HEN Shakespeare put these words 

into the mouth of Hamlet, of course 

he did not know that they would 
ever have any application to insurance, but 
“enterprises of great pith and moment” are 
to-day harmed by cross-currents coming in un- 
expected ways and from divers directions. This 
is true of insurance of all kinds and particu- 
larly true of life insurance. To relate the cur- 
rent events of insurance to a gathering of in- 
surance men would he an imposition, for to be 
worthy of their official positions they must be 
cognizant of what has happened in their own 
field of activity. To take a little time to con- 
sider cross-currents which hinder action and 
check development in the public interest is an- 
other matter. It may be helpful, therefore, to 
direct our attention to a few of the cross-cur- 
rents which turn insurance “awry” and threaten 
proper action. All of these may not directly 
affect life insurance but there is a relationship 
between the different kinds of such a nature 
that an injury or a hindrance to the proper ad- 
ministration of one is likely to be reflected 
upon the others. 

Upon the whole the currents affecting insur- 
ance during the past twenty years have been 
more than favorable to the vessels which carry 
80 precious a freight. Any business or in- 
stitution so intimately related to the welfare 
and upbuilding of the country as life insurance, 
Which furnished more new insurance protection 
in the last of these twenty years than the total 
§foss amount outstanding at the beginning, 


; From an address before the American Life Con- 
vention at New Orleans, October 16. 


“And thus the native hue of resolution 

Is sicklied o’er with the pale cast of thought, 
And enterprises of great pith and moment 
IVith this regard their currents turn awry, 
And lose the name of action.” 


must have possessed to a remarkable degree 
the confidence and respect of thinking people. 

This is more apparent when we take into 
account the persistence which brought the total 
outstanding life insurance in force from some- 
thing in the neighborhood of $10,000,0c00,000 in 
1903 to approximately $50,000,000,000 in 1923. 
These figures are so astounding that actuaries 
alone fully realize their magnitude. Even these 
wizards of figures cannot visualize the good 
that comes to the family, business, industry 
and the state by reason of the distribution and 
investment of insurance funds. 

Other lines of insurance and for like reasons 
have in the same time made a growth which 
compares favorably with that of life insurance 
and the investment and distribution of their 
funds work out in results equally beneficent. In- 
surance has, as it deserves, the confidence of 
all right-thinking people. The merits of Amer- 
ican insurance are appreciated. The honesty, 
competency and integrity of company manage- 
ment are acknowledged. The sound investment 
of insurance funds, to use the words of an 
authority upon this subject, protects “not only 
the families of the nation but every institution 
upon which the safety of the home depends.” 
To quote again from the same authority “it is 
fair to say that through no other institution 
have so many people ever participated in the 
desirable things of life with such satisfactory 
results to themselves and their dependents and 
with such general good to the community.” 

How effectively insurance men have preached 
the gospel of insurance is attested by more 
than fifty millions of people who have become 
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members in what has been called aptly “The 
Greatest Family in the World” and by count- 
less millions more who have been benefited, 
either directly or indirectly, by insurance. By 
these facts do we not present a complete 
answer to the pessimists who occasionally decry 
our neglect of opportunities to cement our 
public relations? 

Now, to descend to a lower plane and get 
down to the cross-currents. This figure is not 
so faulty as it may sound, for cross-currents 
are not always visible. They work their damage 
at times openly upon the surface but at other 
times from below, like under-currents in the 
sea. One day they may be started by an ultra- 
conservative underwriter, who views with as 
much alarm any departure from old ways as 
the most confirmed and obstinate “stand-patter” 
in politics. On another day a supervising offi- 
cial may use the ample authority conferred upon 
him to hinder and obstruct because he grasps 
the letter of the law only and not its spirit or 
because he feels impelled to make a ruling to 
supplement or to change the law enacted by the 
legislature. A third cross-current—and a very 
troublesome one—comes from the direction of 
the vis‘onary, who would popularize insurance, 
reduce its cost and increase its benefits by aban- 
doning or eliminating some or all of the ele- 
ments and requirements which have made in- 
surance sound and safe. Then, again, legisla- 
tures turn aside from their regulatory efforts 
to embark the State in the business of insur- 
ance. Only too frequently under the pretense 
of the public good insurance is subject to so- 
called investigations. For some of these in the 


past there was reasonable justification; for 
others none at all. 

The danger is that they are followed by pre- 
cautionary legislative measures usually too 
hastily conceived and framed to be of much 
value, even as temporary safeguards. Good 
came from the investigation of insurance in 
New York in 1906 but evils also resulted there- 
from. Who can say accurately, after the lapse 
of eighteen years, whether the balance is on 
the debit or on the credit side of the account? 
Limitations were placed by law upon the cost 
of acquiring new insurance and upon the num- 
ber and amount of renewal commissions to 
agents. These were made with wisdom and 
have had a great influence upon life insurance, 
for they enabled the smaller companies to grow 
larger, stronger and more influential in com- 
petition upon equal terms with the insurance 
giants of that day. 

But—and this is the interesting part of the 
story—the same legislature handicapped its own 
domestic life insurance companies by a rigid 
standard form of life insurance contract which 
life insurance companies of other States were 
not required to use, even in the State of New 
York. Naturally, this handicap had to be re- 
moved. 

A more serious difficulty was created by the 
limitation placed by the same legislature upon 
the amount of new life insurance which could 
be issued by any company in a given period. 
Therefore, the need for more insurance protec- 
tion, however great, in any one of these periods 
could not be satisfied by any company which 
transacted business in the State of New York 
if the issues which such company had made or 
was likely to make in the period would equal 
what the legislature in its wisdom had declared 
to be sufficient. for there were grievous penal- 
ties provided for violation of this law. 

Whether this enactment was prompted by a 
fear of “big business” or to insure economical 
management, it was unwise legislation. 

Economy was amply enforced by the limita- 
tion upon the cost of obtaining and retaining 
business, and to put a check upon the demands 
for life insurance protection was wholly inde- 
fensible. Whether we are in accord with the 
political views and theories of the late Presi- 
dent Roosevelt or of the present distinguished 
candidate of the Democracy for the Presi- 
dency of the United States, we must be in ac- 
cord with their view so well expressed by Mr. 
Davis that “big business has made this coun- 
try what it is. We want big business. But it 
must be honest.” 

A study of the changes in this limitation 
made from time to time since its first enact- 
ment is the best illustration of the futility of a 
legislative attempt to interfere with econornic 
laws or the right growth and development of 
any business or industry. 

Insurance is a big business—and it is a big 
business honestly conducted—and it is up to 
the companies, with or without legislative help, 
to keep it honest. 

Commendation of the limitations upon the 
cost of acquiring and keeping insurance does 
not imply that these limitations are free from 
all fault or that they are always applied with 
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wisdom or discrimination. In the famous sec- 
tion 97 will be found the following: 

4. Except as hereinafter provided, all 
bonuses, prizes and rewards, and all increased 
or additional commissions or compensation of 
any sort based upon the volume of any new 
or renewed business or the aggregate of poli- 
cies written or paid for are prohibited. Nothing 
herein contained is to be construed as pro- 
hibiting the institution of contests or competi- 
tions among agents, and the recognition of suc- 
cess in such competitions by the awarding of 
ribbon decorations, medals, pins, buttons or 
other tokens of small intrinsic value, given not 
as compensation but as a bona-fide recognition 
of merit. 

No one has questioned the propriety of the 
prohibition against bonuses and rewards or in- 
creased or additional commissions or compensa- 
tion based upon the volume of new or renewed 
business or the aggregate of policies. 

We may very properly ask, in the first place, 
why a legislature should meddle with company 
practices in the matter of agency contests, coim- 
petitions or conventions or undertake to define 
the kind of prizes to be awarded as tokens in 
recognition of merit. In the second place, we 
may inquire why it was, with sufficient pro- 
visions for economical administration and ample 
power vested in the department to enforce econ- 
omy and with incontrovertible evidence that the 
companies as a whole were honestly living up 
to the spirit as well as to the letter of the 
law, the legislature should assume—and_ this 
assumption is reflected in the rulings of the de- 
partment—that companies would be dishonestly 
extravagant in the matter of prizes as a sub- 
terfuge in evasion of the law and that agents 
would take these prizes just as dishonestly as 
compensation and not as a bona-fide recognition 
of merit. 

This section of the law must be more embar- 
rassing to the department than it is to the com- 
panies and all who are interested must sympa- 
thize with the efforts of the officials to interpret 
the meaning of “small intrinsic value’’ and to 
reconcile rulings so as to justify the gift of a 
loving cup which might cost several hundred 
dollars and prohibit the gift of a fountain pen 
or an Ever-sharp pencil or a silk umbrella. 

Another curious feature in this same connec- 
tion is that a life insurance company may pay 
the agent’s expenses to an agency convention 
because such payment is considered as a tempo- 
rary enjoyment of a reward for efficiency which 
brings no pecuniary return td the agent, but a 
casualty company, which is not subject to sec- 
tion 97, must be very careful to avoid anything 
in the way of an announcement which might be 
considered as an invitation to agents of other 
companies to ignore their contractual obliga- 
tions or to incur the penalty for twisting. 

Curiously enough, life companies, which for 
many years have been permitted to pay the ex- 
penses of the wives of agents in attendance 
upon a company convention, are now debharred 
from doing so, while under rules governing 
casualty companies and approved by the de- 
partment it is entirely proper to invite the 
ladies and pay their traveling expenses. 

To those who are familiar with the contro- 
versies which have been waged over agency 
conventions during the past year it would seem 
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that the cross-currents were electrical rather 
than aqueous—and rather highly charged, a 
that. 

We have discovered within the year that we 
may issue to an insured two policies at one time 
in two separate instruments—one for term in. 
surance, to be effective immediately, the other 
a whole life or a limited payment life, to be. 
come effective at a later period, and to the 
agent who produced the risks we may pay fyl} 
first-year commissions and the full number and 
amount of renewal commissions on each policy, 
We cannot, however, issue in one instrument 
a policy which will automatically change from 
a term insurance to a whole life or limited pay- 
ment life and pay the full number and amount 
of commissions to the agent. 

We know from experience that the insured 
would prefer to have this insurance in one in- 
strument and to have the change from the term 
to the full coverage come about automatically 
so as to avoid the loss which would follow a 
failure to exercise the option to convert within 
the limited period; and these convertible term 
contracts as such must have been satisfactory 
in form to the departments, for they were duly 
approved. Moreover, we know that the agent 
would receive no more in the way of commis- 
sions under the convertible term than he would 
receive under the two contracts formerly in 
use, and obviously as a matttr of business econ- 
omy the convertible term has many advantages 
over the two forms of contracts. 

3ecause of the letter of the law, however— 
and, again, the spirit seems to have been dis- 
regarded—a development in insurance protec- 
tion economically sound and actuarially com- 
mendable must be abandoned and the agent be 
forced to forego his just remuneration. It is 
not suggested that this construction of the law 
will not appeal to lawyers or to some under- 
writers. Laymen, however, who seek this kind 
of insurance are unable to get the point. 

It should not be inferred that we are at odds 
with departmental supervision. We glory in 
it as a great force in the upbuilding of insur- 
ance and we appreciate the high character of 
the body of officials as a whole and the splendid 
work which is being done in the interests of 
insurance by the National Convention of In- 
surance Commissioners. 
departmental officials should supervise the com- 
panies and not administer their corporate 
affairs. We find fault only in the way of con- 
structive, helpful criticism. 

A matter which should receive the careful at- 
tention of all who are interested in group in- 
surance is the proposal recently made to ex- 
tend group insurance to cover risks in some 
way associated businesswise or professionally 
but not related to a common employer. To do 
so will not only detract from the sentimental 
value of group insurance as a protection offered 
by an employer to the dependents of his em- 
ployees but may materially affect the insurance 
of individual risks under appropriate forms of 
insurance suited to their necessities. In two 
States, at least, group policies may be issued 
to cover the members of one or more companies, 
batteries. troops or other units of the National 
Guard of any State under a policy issued to the 


But we believe that — 
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commanding general of the National Guard. It 
will be but a step from this to insurances 
issued in like manner to cover members of the 
bar or the medical or other professions and 
associations of business men and _ industrial 
workers. The proposal deserves more considera- 
tion than can be given in this paper. 

There are other hindrances and obstacles, but, 
as Kipling says, “That is another story.” To 
come back again to our first thought, notwith- 
standing these irritating cross-currents—per- 
haps because of the extra effort induced to 
overcome them—we have accomplished much 
and placed the institution of insurance in the 
very foreground of all worldly activities. 





How to Conduct a Successful 
Superintendency 


If I were asked to express in one sentence 
how to conduct a successful superintendency I 
would answer: “Follow your instruction book.” 
A superintendent, to be successful, must be able 
to master the many and various problems that 
arise almost daily in connection with his posi- 
tion. He is supposed to have a_ sufficient 
knowledge of the business to properly instruct 
the agents in his charge, and if he fails in this 
respect it is soon noticed by the live agent who, 
asa result, feels he is not receiving the support 
of a capable man. Most of the failures among 
superintendents can be attributed to slack 
methods, of which there are many, but space 
will permit me to enumerate only a few of the 
glaring ones. 

Failure to check agents’ accounts every week 
constitutes one great evil and causes many de- 
ficiencies that could have been avoided had the 
superintendent checked the account and dis- 
covered the shortage before it became so great 
that it drove the agent dishonorably out of the 
business. The superintendent should familiar- 
ize himself so well with his debits that if there 
is any noticeable fall in advance or rise in 
arrears he can immediately diagnose the cause 
and apply the remedy. 

I do not check my accounts every week be- 
cause I question the integrity of my agents, 
but to keep them from being short, if not this 
week, next, and know to my own satisfaction 
that the advance and arrears have been rendered 
correctly. This method also serves to keep in 
close touch with every case and is one of the 
greatest aids to the agent. 

Another slack method I have in mind is forc- 


ing a balance on an inspection. You had better 
find that dime or quarter. It may be a policy 
running in the account and when it is eventually 
discovered by some inspector who really checks 
the registers, and perhaps burns a little mid- 
night oil dieging it out, the home office is go- 


ing to wonder how you got your balance on that 
last inspection—Oh, no, they won't wonder; 
they know. 

Do not think you have performed your duty 
when you attach your signature to a lapse sheet 
without any effort to save the business; nor 
should your duty stop here. After this busi- 
ness is officially lapsed you should keep con- 
stantly after it in an effort to place it back on 
the books if it is worthy business. 
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14. The Wolf at the Door 


post. 





he was poor. 


he spoke as follows: 


One day Agent Sharp met a neighbor in front of 
the spacious mansion in which he lived. So Sharp 
tackled him there and then. 
he could not afford to insure, and pointed to a wolf 
lying in front of his door. 

Sharp was taken aback, but looking more closely 
he observed that the wolf was chained to the door- 
So he shewdly suspected that his neighbor 
kept the wolf there to fool people into thinking that 
Assuming that he had made a good 
guess, and that his neighbor was selfish and grasping, 


But the neighbor said 


“Many people invest in life insurance for the benefit of their dependents, 
while others who are benevolent take large amounts for the benefit of phil- 
anthropic objects. But the insurance I offer you is not for the benefit of others 
but for your own profit. You lead a busy life, but the time will come when 


you will need rest and will want to retire. 


Invest in an Endowment 


policy that will mature when you reach the age of sixty-five, and thus pro- 
vide a substantial amount of capital which, added to the rest of your sav- 
ings, will support you in comfort as long as you live. I could name many 


a wealthy man who carries a million or more of insurance. 
convenient for you to pay for as much as that. 


take at least half that amount.” 


But it may not be 
You ought, however, to 


The neighbor scoffed at this suggestion, but it was obvious that it had 
made an impression, so Sharp followed him up diligently, and finally induced 
him to take a policy for $100,000. But he still retained his wolf as a sort 
of watch dog to deceive his creditors and the collectors for charitable in- 


stitutions. 





N. B.—This series of Insurance Fables for Life Underwriters has been published in book form. Mail 
59 cents for a sample copy. Liberal discounts on quantity orders. 
Copyright, 1924, by The Spectator Company, New York. 





Intensive Instead of Extensive 
The farmers are applying this method to 
their farming. The general thought is com- 
ing more and more to the owning and cul- 
tivating of less acres and more intensive cul- 
In many instances one acre is made 
to produce what five formerly produced. As 


tivation. 


the concentration of the sun’s rays will burn 
a hole through an oak board so will intensive 
thought and well-directed effort double and 
triple results. 

How true this same princjple will hold good 
in the business of insurance. Intensiveness must 
permeate the thought of every life insurance 
man. 

First of all there must be an intense belief 
in life insurance and the great benefits that 
it affords mankind in the elimination of worry, 
anxiety, hardship and last, but not least, the 
provision for the education of the children and 
a competence for the declining years. 

An intense belief in life insurance and its 
possibilities will generate an intense desire for 
a broad knowledge of the business in order 
to intelligently present it. The man with the 


23 


most ideas clearly presented secures the most 
business. 

An intense canvass in a limited territory will 
yield greater results than an extensive one 
over a broad field. The many benefits well 
put will convince the people and secure their 
applications. 

The intensity of an agent’s methods along 
all lines will determine his caliber in the in- 
surance business. The intensity with which 
he applies his knowledge determines his lead- 
ership, his advancement and his prosperity. 

Men of the field, concentrate, energize, in- 
tensify and win. Become masters of the situa- 
tion instead of the situation mastering you.— 


The Banner. 


Plan to Boost Business Insurance 

With the idea of helping the sale of business 
life insurance, J. J. Devney of Cleveland is 
advocating that life insurance men urge the 
commercial reporting agencies to include an 
inquiry as to amount of business insurance car- 
ried in their questionnaires asking information 
of business firms. 

































































PRUDENTIAL ITEMS 





Many Changes, Transfers and Pro- 
motions in Past Few Weeks 





MEETING IN INDIANAPOLIS 





Division “G’ Superintendents’ Plan Inter- 
District Contest During Final Quarter 
of Year 


The past few weeks have been prolific with 
changes, transfers, and promotions throughout 
the field force of the Prudential Insurance 
Company of America, Newark. Concurrent 
with the promotions in the field has been a 
large increase and general rise in the produc- 
tion of business in the Middle West territory. 

In celebration of this the Division G Superin- 
tendents’ Association held a meeting and con- 
vention at the Claypool Hotel in Indianapolis. 
Many interesting talks were heard and plans 
were formulated for an inter-district contest 
to extend throughout the entire thirteen weeeks 
of the last quarter of the year. It is the pur- 
pose of the contest to make the last quarter of 
1924 totals the highest for this year and last 
year. Assistant Secretary W. R. Konow and 
Assistant Division Manager H. Baylis, Jr., 
both of the home office, visited the meeting, the 
latter substituting for Division Manager 
Thomas H. Girtanner, who was unavoidably 
prevented from attending. 

Among the agents whose 
gained them the positions of assistant super- 
intendents and superintendents are: I. New- 
ton Cox, Jr., assistant superintendent of the 
Baltimore Number 1 district; Rives C. Stiles, 
assistant superintendent of the Birmingham, 
Ala., district; Charles E. Rowlett, Louis- 
ville, Ky., superintendent of the New Orleans, 
La., district; Charles W. Funk, of the Los 
Angeles Number 1 district, assistant superin- 
tendent of the New Orleans, La., district; 
Harold B. Curtis, assistant superintendent of 
the Atlanta, Ga., district, and Lawrence B. 
Halsey, assistant superintendent of the Lan- 
caster, Ohio, to fill the vacancy caused by the 
transfer of Henry C. Henage, assistant super- 
intendent of the Lancaster district, to the 
Portsmouth, Ohio, district. 

Those who have been mentioned as attain- 
ing special mention for their production in ordi- 
ary and industrial are numerous. Agent 
Michael J. McDermott, of the Portland, Me., 
district, has a most commendable record for 
the curren year. His industrial production 
entitles him to a prominent place upon the 
weekly record and his ordinary results are 
gratifying. Superintendent William D. Brown 
of Salt Lake Citiy is worthy of mention by 
reason of the excellent record his staff has 
scored during the last quarter of the year. 
Agent Charles J. Muller of Los Angeles 
Number 1 has improved on his record of 
last year as an ordinary producer by rank- 
ing number six among the entire field of 
Prudential agents. Other agents who have 
shown good results are: Williams J. Fisher 
of Des Moines, Iowa; Clarence W. Sayers, 


records have 
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Kansas City, Kan.; Ernest F. Pratte of St. 
Louis Number 2 district; Ernest N. Knapp 
of Waterloo, Iowa; Richard J. O’Conner of 
Waterbury, Conn., and J. A. Dale of Paterson, 
N. J. 

During the past few weeks there has been 
but one addition to the Prudential Old Guard— 
Miss Susie M. Schubert, district clerk of 
Scranton, Pa., who has just completed twenty 
years of continuous service and has received 
the gold locket and certificate of class D. 

Cut It Short 

Many a sale has been made through the 
ability of the salesman to “get down to brass 
tacks” in a hurry and, in a few well-chosen 
words, explain his proposition clearly and 
forcefully to his prospect. Also, many sales 
have been lost due to the habit of some agents 
of rambling away from the main issue, miss- 
ing entirely the few essential arguments bear- 
ing on the definite needs of the prospect. 

A suggestion has been made that should ap- 
peal particularly to the “wordy” agent, who 
realizes that his main shortcoming is his habit 
of using too many words and taking too long 
to express what he has to say to his prospects. 
This suggestion is that the agent should study 
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his approach and argument with the view of 
putting it into a more concise form. Whitt 
it down and see if it will go in three or foy 
minutes. You will not often be confronted 
with the necessity of restricting your sales 
talk to that short a time, but when occasion 
does arise, it is essential that you be able 
to put your arguments in the shortest form 
possible. Take an inventory of your Selling 
talk and see if it cannot be improved by the 
shrinking process—The Equiowa. 





Life Business Approaches Law’s Limit 


Life insurance companies operating under the 
laws of New York State have been doing such 
an extensive business this year that some of 
them are now seeking a suspension of the 
volume limitation, as prescribed in the Arm 
strong laws as applied to the 1924 business, 
One very prominent company has already ap. 
plied to the Superintendent of Insurance for 
such suspension of business limitation and it 
is expected that at least four other companies 
will apply shortly. 

The action is entirely consequent upon the 
enormous production of business this year, 
which is practically unprecedented. 





cannot ignore. 


the seasoned veteran. 
they give. 
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SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor ‘‘puts over” many arguments which would otherwise fail; and truth 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 


Fables for the Man in the Street carry their messages to the prospect inatashion he 
‘ They are clever and vastly entertaining and, at the same time neglect 
no opportunity for emphasizing the benefits of life insurance. ‘ 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
Their amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘‘Fables for the Man in the Street,’ is alread 
ont » Fables : Ma ‘ ; y off press and 
the second, called “Fables for Life Underwriters,” will shortly be paiblicked. This 
latter book is intended for the instruction of the agent. 
ag nt and the prospect to “laugh and learn.”’ 


PRICES 
Insurance Fables for the Man in the Street. 
Insurance Fables for Life Underwriters. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


These Fables compel both the 
They should be in the hands of everyone. 


Single Copy, $.50 
Single copy, $1.00 


New York 
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Success and Optimism 


By Wittram C. Morton 
Registrar, Life and Casualty Insurance Company of Tennessee 


Recently, I have given a great deal of study 
to the successful agent of insurance and to the 
“go-getter” in general. I have been trying to 
analyze their qualities with a view to determin- 
ing what quality was more nearly a common 
characteristic to all. I find they are nearly all 
well versed upon the real merits and value of 
insurance. Most of them believe that insurance 
as a profession is one of the greatest fields of 
human endeavor. With all of them, I find 
that service is uppermost in their minds. But 
the one characteristic that I find in the posses- 
sion of all is optimism. It goes without a 
doubt that a successful salesman must of neces- 
sity be an optimist. Practically every success- 
ful man is an optimist. I have seen dozens of 
illustrations. It only takes a very short con- 
versation with a successful man to find out that 
he is an optimist. For that reason, IT hope 
every man who carries a rate book and collects 
on a debit will give these few thoughts about 
success and optimism a little consideration, be- 
cause I believe it worth while. 

In the first place the optimist is always 
awake—a live wire. Show me a man with a 
clean, healthy debit, who has a good per cent 
of collections, a low claim ratio, a good writing 
in ordinary, and I'll show you a man who is 
a live wire—an optimist. A pessimist can not 
make a success anywhere. That is one of the 
impossible things. The man who is able to 
build and maintain a strong debit has a good 
knowledge of the laws of success and obeys 
them. Being a live wire takes into considera- 
tion the fact that a man makes use of any- 
thing that will help him and ignores those 
things that will hinder his progress. I like to 
see an agent full of “pep.” The optimistic 
agent is always awake to his opportunities, not 
only for making himself a more efficient sales- 
man, but also to make himself more useful to 
his clientele. 

The very idea of a wide-awake agent car- 
ries with it the idea of serving others. Talk 
about our compensating elements, it is the re- 
sult of what we do to help others that is our 
greatest compensation. You may tell your 
prospects about what a dividend-paying com- 
pany you represent, but your greatest dividends 
are those little coupons of unexpected service 
that will bring you the greatest joy. And, it 
is that which we do that we are not expected 
or supposed to do that counts the most. And 
remember this: the pessimist has a sleeping 
sickness of discontent and dissatisfaction. 

In every organization there are two classes 
of people who are always at work—the build- 
ers and the wreckers. To which class do you 
belong? Some people are by nature builders, 
while others are naturally destructive. What 
every debit needs is the building type. For 
some men to take hold of a thing is to guar- 
antee its success. And it is equally true that 
the attempt of some people to do things is sufh- 
cient evidence of its ultimate failure. It is 


within the reach of every one to put himself in 
the construction class, those who do things. 

The constructive agent is he who takes hold 
of a debit and makes it pay; who has a good 
showing in paid-for ordinary. And I would 
like to impress this thought: it is the paid for 
that counts. A man’s writing counts for little 
because the financial results for both himself 
and his company is the big item. No company 
is measured by or considered solvent by what 
it writes but by what it has paid for. The 
agent in taking his annual inventory of him- 
self should pay very little attention to his writ- 
ing, unless he can magnify the amount of that 
which is paid for. The difference between a 
pessimistic and optimistic agent is that the 
former places only a small portion of what he 
writes, while the optimist places most of his. 
The pessimist always tells you how much he 
writes. The optimist tells you how much he 
places and pays for. And to my way of think- 
ing, this is the determining factor between suc- 
cess and failure as far as insurance is con- 
cerned. It is certainly obvious that the real re- 
sults at the home office are measured by the 
amount that has actually been paid for. 

I know lots of agents who write a great vol- 
ume of business but never place much of it. 
That is really a reflection. It is a reflection 
because there is something wrong with the class 
of risks submitted. And again, I know agents 
who write only a very small volume of busi- 
ness, but they place practically all of it. And 
the beauty about it is that most of it stays on 
the books. There is more truth than fiction in 
that old proverb: “The business that stays is 
the business that pays.” 

There is an immense amount of business 
allowed to lapse in every company each year. 
This amount runs up into the millions. There 
is a cause for every consequence. To the man 
who is interested in doing something worth 
while the lapse ratio offers a place for the con- 
structionist. After thinking about the question 
of lapses from almost every conceivable angle, 
I have come to the conclusion that one of its 
chief causes is promiscuousness, or writing and 
soliciting unstable risks. The other is a fail- 
ure on the part of the agent to thoroughly 
drive home the great truths about the value of 
insurance. When we learn to avoid these 
faults, you will see the lapse ratio in practically 
every company show a decided change. By way 
of suggestion, I might say that every company 
could do some mighty good educational work 
among its field force about those who will make 
the best risks, and those that will be more 
than likely to “stick.” 

The optimistic agent remembers with quite a 
degree of satisfaction his victories of yester- 
day, and enjoys immensely the present size of 
his debit and how he is able to make a good 
record when others claim that “business is dull.” 
He does not especially boast about them but 
a knowledge of them makes him indeed an 


optimist and gives him a good supply of self- 
confidence. He knows what he can do by what 
he has already done. To him life is no experi- 


ment; it is a reality. The man who does not 
take pride in his past accomplishments will 
have no happiness for the future. This is abso- 
lutely true and cannot be refuted. 

But the greatest thing about the optimistic 
agent is that he looks forward to to-morrow and 
expects it to be worth while. For that reason 
every day is a new one. He learns to look 
confidently to the future with its promises. He 
takes it as a challenge to his manhood. The 
result is that every day finds him at his best. 
He grows with every obstacle that he con- 
fronts. He learns to greet them with a smile. 
No man should have any fear of what to-mor- 
row will bring forth. Only the failure will 
have. To the man who is always doing his 
best, the past is a pleasure to think about and 
the future is full of anticipation. 

The optimistic agent looks back at the days 
that are gone and is thankful. He rejoices that 
the so-called “dull days” have come and gone. 
He congratulates himself upon the fact that 
he did not give up the fight at the time that 
so many others did. He gets business when 
others lose time giving excuses why they did 
not. A really live-wire agent will always be 
so busy that he will have no time to excuse 
himself for his shortcomings. 

When you hear an agent always offering 
excuses about business being “so dull,” you 
can usually put it down that he is the one that 
is “dull.” Business is never dull to the one 
who goes after it. Sometimes our energies be- 
come dull, but the records of any industrial 
company will disclose some of the very best 
records when we have so-called “panics” and 
“business depressions.” Further than that I 
believe it can be truthfully said that business 
never gets as bad as we make it. It is largely 
a case of public sentiment. It seems to be a 


‘ natural thing for the American people to have 


waves of enthusiasm, and then, again, we have 
that old song: “Money is hard to get” with us. 
But the point I want to make is this: It is the 
duty of the agent to help dispel all these waves 
of discontent that usually appear. This is 
where the part of the optimist comes in. He 
says: “Well, it could be lots worse. We still 
have lots to be thankful for.’ And he is 
thereby able to make others think and see the 
same way. If you want to really find the con- 
structive citizen, find the man who is able to 
make others see the bright side of life and of 
business. This is or should be the great task 
to which agents should dedicate themselves. 
While the optimistic agent is thankful for 
having met the obstacles of the past, the pessi- 
mistic agent uses all his time thinking of 
all the unpleasant things he can figure out. He 
can always see business getting duller and it 
will—to him, but he has sleeping sickness. In- 
stead of being cheerful and full of life and 
vim and vigor, he is just the opposite. He gets 
to be nothing but an old grouch—and the place 
for the grouch is in the fattening pen. I have 
never yet seen a fattening hog that was not 
grouchy. The pessimistic agent gluts himself 
upon all of the sour and grouchy things he can 





think of. But the worst part of it is that he 
is fattening himself for the slaughter pen, 
which is nothing more than his finis.” 


If you are interested in taking on new life, 
try this: Think on good things. That is the 
best remedy that I know of. Think long and 
seriously and joyfully about what you have 
already done. Then, try to visualize what the 
future holds in store for you. If that will not 
turn a wrinkle into a smile and a stare into 
sunshine, you are almost hopeless. It is the 
anticipation of a thing that is almost as good 
as the real accomplishment. Anticipation is at 
its best when you have the self-confidence to go 
with it that is a result of past accomplishments. 

Here are three good reasons why any agent 
should try to cultivate optimism: (1) It means 
cheerfulness. It means you are not only cheer- 
ful with yourself but that your face causes 
other people to likewise be cheerful. I believe 
it is almost as bad to be grouchy with your- 
self as to be grouchy with others. (2) It means 
being genial. If an agent is nothing else he 
can at least be genial. Not to be is fatal. To 
be is success. Try it. (3) It means “dead in 
earnest.” That means a lot more than would 
seem on first thought. Had George Washing- 
ton not been dead in earnest about freeing the 
American colonists from the hand of English 
tyranny there would be no great monument to- 
day erected in his honor. There has never 
lived a man who did anything worth while who 
was not “dead in earnest.” He has not only 
been a sincere man, but he has also been cheer- 
ful and genial and, above all, an optimistic 
one. 

He is courteous, courageous and_ self-con- 
fident. No man ever lost anything by being 
courteous. Courtesy adds friends and friends 
mean money on a debit. Courtesy pays divi- 
dends when all other human agencies fail. Very 
few courageous men have ever been failures. 
They are nearly always victors and leaders. 
When honors are given, the courageous man is 
always on the roll call. When “pay day” 
comes, he gets his share, but his greatest pay 
is in knowing that he never flinches from his 
duty, no matter how exacting. He is self- 
confident because he must believe in himself if 
he would have others to do likewise. No man 
can permanently win the confidence of others 
without having plenty of confidence in himself. 

He is always willing to pay the price of suc- 
cess. When he starts out upon his career to 
win fame and fortune, he sees that the cotn- 
modity called success is not on the bargain 
counter. Nothing of much merit will ever be 
found on the bargain counters. That is what 
offers the challenge to him. He knows that to 
achieve success, he must pay a very high price, 
and he puts in his bid. He may have others 

to “outbid” him for awhile, but he stays on the 
job, and allows nothing to falter his courage. 
He goes into to stay and he stays until the debit 
begins to look like a monument to his own 
accomplishments. He knows that the price to 
be paid for success consists of persistent hard 
work. He has no fear for the hot days of sum- 
mer or the cold and dreary ones of winter. 

He knows, and of course practices, that age- 
old rule of respect for the rights of others. 
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JOHN HANCOCK NOTES 





Large Numbers Qualifying for Merit 
Classes 





POLICYHOLDERS’ MONTH 





Many Promotions and Changes in the Field 
Announced 


The regiment of those qualifying for the 
merit emblems, awarded for production, is 
rapidly becoming an army. New recruits to the 
$100,000 class are: James M. Harrington, 
Pittsburgh; Moses Penzick, Brooklyn; Bernard 
Filtzer, Brooklyn; John V. Andrysiak, Eliza- 
beth; Ralph L. Bostwick, Roxbury, and Max 
Tiecher, New York. Mr. Bostwick is an assist- 
ant superintendent, the other qualifiers being 
agents. 








He does not knock his competitors. He 
believes that he represents the best company in 
the world, but he gives his competitive agent 
the same privilege to think about his. He 
knows that the world is big enough for all. He 
does not feel that he has any monopoly upon 
the insurance world. But that does not keep 
him from being very optimistic about his pol- 
icy contracts. A short conversation with him 
will soon convince you that he is a champion. 
And, remember this: there never was a cham- 
pion of any kind who did not believe that his 
was the best to be had. That can be verified 
by any man who is a leader in any profession. 

Respecting the rights of others is the very 
foundation upon which insurance as an institu- 
tion is built. It has been very truthfully said 
that all the past years of the world have merely 
been school days for greater days that are to 
come. I believe in that theory. It used to be 
thought that women were to be nothing but the 
servants of their husbands and that children 
were good collateral and could be sold the 
same as live stock. In some of the heathen 
countries people still believe and practice such 
things. But, in all the civilized countries of 
the world, men have learned that marriage is 
a sacred institution and that our children are 
merely in our custody. 

The days of chivalry are indeed not yet dead. 
We should expect to respect the right of any 
woman who will forsake all her people and 
cling unto us. She is, without doubt, entitled 
to a good home and a comfortable living. Her 
children should be given fair opportunities and 
prepared for life. These are her rights. Her 
children have a right to expect these things. 
But this is just where the optimistic insurance 
agent comes in. Insurance will help us to re- 
spect these rights of others in case of an un- 
timely death. We have no guarantee of a long 
life, and insurance will take care of our good 
intentions. This is so evident a thought that 
much comment is unnecessary. Here is the 
thought: by being an optimist, he not only re- 
spects the rights of others but, by a suitable 
program of insurance, he helps the other man 
to respect the rights of those nearest and dear- 
est to him—his wife and children. If that 
is not optimism, what is? 
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The list of those who have qualified recently 
for the $50,000 class are: Agents Leo J. 
Epstein, Hartford; Frank McGovern, Spring. 
field; Samuel Sugarman, Long Island City; 
Paul Schwartzbach, New York; David M. 
Joachim, New York; Leonard S., Tenney, 
Waterbury; Terrence F. Kelly, Waterbury, 
Casper C. Sober, Brooklyn; Irving M. Wolf, 
Brooklyn; George Siegel, Brooklyn; Isidor 
Wagner, Brooklyn; Patrick J. McCroder, Sr, 
Buffalo; John Tchoryk, Cleveland; Vincent 1 
Bellucci, Long Island City; John Munro, 
Waltham; Morris Schnitman, New York; Max 
Sachs, Ansonia; Walter C. Garretts, Elizabeth: 
Morris Pelzman, New York; George E. Brocks, 
New York; Charles Dailey, Brooklyn; Theodor 
Goetz, Brooklyn; Carl A. Lybeck, Brooklyn; 
Harry L. Bradt, Buffalo; John Cipullo, Water- 
bury and Thomas F. Cushing, Waterbury. 

Assistant Superintendent John A. Green, 
Cohoes, also qualified as did Assistant Inspector 
Louis Fox of the New York IV outfit. 

The John Hancock is having its “Policyhold- 
ers’ Month” in November and emphasis is be- 
ing placed on the straight canvassing of policy- 
holders who have already been sold at some 
previous time. 

At the start of the fourth quarter those step- 
ping off in the lead are the same as the lead- 
ers for the start of the eighth lap. In some 
instances the leaders are being closely pressed 
and it is indeed a pretty race. 

Here is the way they line up at present: 
Assistant superintendents leading on weekly 
premium increase—Johnson of Brooklyn; on 
gross ordinary issues, Mitchell of New York; 
on gross A. F, issues, Johnson of Brooklyn, 

Agents leading: on weekly premium increase, 
Jehle of Detroit; on gross ordinary issues, 
Lamm of New York; on gross A. F. issues, 
Tchoryk of Cleveland. 

Detached assistant superintendents leading, 
on weekly premium increase, Pfister of Quincy; 
on gross ordinary and A.I’. issues, Bickhardt of 
Hoboken. 

The following agents have been promoted to 
assistants in the districts of their service: 
Edward V. Boston, Indianapolis; Walter D. 
Shelton, Indianapolis; William C. Hansen, 
North Adams, Edward S. Marion, Chicago; 
Charles L. Hoyt, Rochester; Albert N. Gins- 
burg, Salem; John McCarthy, New London; 
Charles J. Baquol, Baltimore; Danile F, Dono- 
van, Cambridge; Arthur J. Clairmont, Jr, 
Manchester; Raymond F. Cole, Salem; Robert 
P. Hilliar, St. Louis; Alphonsus C. MacDonald, 
Malden; Joseph S. Lecuyer, New Bedford; 
Cyrus C. Gulich, Pittsburgh; Milton A. Belisle, 
Webster, and A. P. Burns, Detroit. 

The following agents have been promoted to 
assistants and transferred as indicated: Harold 
Fihelly, Brockton to Salem; Chambers H. 
Hood, Pittsburgh III to Pittsburgh II. Harry 
B. Lough, New York to Allentown; Donald H. 
Richey, Minneapolis to Grand Rapids; James 
J. Dollarton, Philadelphia to Camden; Walter 
Greenebaum, Cincinnati I to Cincinnati IJ; and 
Leonard S. Tennye, Waterbury to Grand 
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METROPOLITAN NEWS 





Split Wabash District in Chicago 





NEW DISTRICT AT SUNBURY 





Middle West Territory Has Many Changes 
—Other Field Items 

The Metropolitan Life Insurance Company 
has had few changes among its managers dur- 
ing the past four weeks. In the Great West- 
ern territory three new districts were created, 
two of them in Chicago and one changing from 
a detached assistancy to a district. In Chi- 
cago the Wabash district was divided and the 
new one of Hardin Square created to be in 
charge of John Glynn as manager. He was 
formerly assistant manager in the Groveland 
district and thus earned promotion. The 
Drexel district was also divided and Aldine 
Square created. The manager will be Rudolph 
B. Schaffter, formerly in charge of accident 
and health insurance. Danville, Ill., a detached 
point from the Bloomington, IIl., district, was 
created a district and H. J. Whitlaw, an assist- 
ant manager in Peoria, Ill, was promoted to 
be the new manager. 

One other new district was created, that of 
Sunbury, Pa., in the Middle Atlantic territory, 
by the division of the Williamsport district. 
The manager has not yet been appointed. In 
the New England territory the manager of 
Webster, Mass., J. C. Stevens, died and the 
vacancy thus occuring has been: filled by the 
promotion of C. B. Earley, formerly assistant 
manager in Somerville, Mass. 

Several changes were made in the Middle 
West territory. The manager of Zanesville, 
Ohio, Joseph P. Sherer, was transferred to the 
Harvard district, Cleveland, Ohio, to succeed 
F. B. Robbey, transferred to Philadelphia Mid- 
dle, Pa., and Alfred F. Gerber, assistant man- 
ager in Sandusky, Ohio, was promoted to be 
manager of Zanesville. Fairmont, a detached 
point in the Clarksburg, W. Va., district, was 
created a district and the former assistant man- 
ager, Samuel O. Feaster, became the manager 
of the new district. W. B. Jones, manager of 
Lexington, Ky., was transferred to Clarksburg, 
W. Va., to succeed Manager J. H. Stephenson, 
transferred to Wheeling, W. Va. A new man- 
ager was appointed in Lexington, Ky., R. W. 
Bond being transferred from Charleston, W. 
Va., and the vacancy thus created was filled by 
the promotion of E. T. Stump from assistant 
manager in the Akron, Ohio, district. 

The ten leading districts in the country at 
large, including the Pacific Coast, in average 
paid-for ordinary business, per month, per man, 
for the year to and including the week of Sep- 
tember 22, were: Rockaway, N. Y., N. I. 


Grossman, manager; Knickerbocker, N. Y., 


Isidor Siegel, manager ; Oak Park, Ill., Gabriel 
Dunkleman, manager ; Ridgewood, N. Y., David 
Rudberg, manager; Joliet, Ill, B. D. Morton, 
manager; Lackawanna, Pa., G. L. Katz, man- 
ager; St. Clair, Mich., W. C. Martin, manager ; 
South Shore, Ill., J. P. Cleary, manager ; Green- 
wich, N. Y., A. H. Bruenn, manager; Essex, 
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N. J., Samuel Peterfreund, manager. 

In the country at large, for the year to and 
including the week of September 22, the ten 
leading agents and agents unattached in paid- 
for ordinary business were: Bernard Guetle, 
agent unattached, Cincinnati, Ohio; R. C. 
McGee, agent, Uniontown, Pa.; E. A. Rider, 
agent, Clarksburg, W. Va.; Thomas Kenny, 
agent unattached, Forest Park, Mo.; H. R. 
Wilson, agent, Wilmington, Del.; V. C. Manley, 
agent, Glens Falls, N. Y.; Earl Burgess, agent, 
South Boston, Mass.; J. P. Lynch, agent, 
Astoria, N. Y.; H. S. Krause, agent unattached. 
Belle Isle, Mich.; Victor Rosenbaum, agent, 
San Francisco, Calif. 

In amount of industrial gross increase for 
the year to and including the week of October 
6, in the country at large, the ten leading dis- 
Imperial Valley, Calif.; W. E. 
Newburgh, N. Y.; H. T. 
New Rochelle, N. Y., 


tricts were: 
Shaw, manager; 
Thompson, manager ; 


R. R. Lawrence, manager; Webster, Mass., J. 
C. Stevens, manager; Coney Island, N. Y., 
Abram Van Camerock, manager; Morrisania, 


N. Y., G. A. Weigel, manager; Joliette, 
Canada, Donat Lavoie, manager; Bushwick, 
N. Y., John Goldthorpe, manager; Oil City, 
Pa., J. E. Carney, manager; St. Marks, N. Y., 
Morris Soroch, manager. 

The ten leading agents and agents unattached 
in the country at large in amount of industrial 
gross increase for the year to and including the 
week of October 6 were: Samuel Ballin, agent, 
Newark, N. J.; N. C. Dunn, agent, Wilshire, 
Calif.; N. T. Shirlaw, agent, Victoria, B. C.; 
Meyer Diamond, agent, Knickerbocker, N. Y.; 
Thomas Dyer, agent, New Rochelle, N. Y.; 
Julius Rosenman, agent, Yorkville, N. Y.; C. 
L. Grinnell, agent unattached, Newoort, R. I.; 
S. C. Bager, agent, Clinton Hill, N. J.; F. H. 
Potvin, agent, Manchester, N. H.; Hyman 
Siegel, agent unattached, Chelsea, N. Y. 








Increasing 


Why does the average life insurance agent 
not do better? Why is he not a greater pro- 
ducer ? 

The explanation is not to be found in lack 
of ability. The average production of full-time 
agents is less than $100,c00 of paid-for busi- 
ness. That is an amount which any man can 
secure if he goes about it rightly. 

I believe that the inadequate accomplish- 
ment of the majority of men in our business 
is attributable to a number of causes. I shall 
try to demonstrate the principal of these. 


Lack OF PURPOSE 

No substantial success in any line of 
endeavor can be achieved without a clear-cut 
conception of the object sought and a well- 
defined plan for its attainment. 

Ask the typical life insurance agent why he 
is in the business. He will answer: “Well, 
I want to make money and be successful.” 
“How much money and what kind of a suc- 
cess have you in view?” He has not thought 
about that. “How do you purpose making 
this money and gaining this success?” He 
hasn’t any clear idea on the subject. 

He is in the business for all it will yield to 
him. But what that is to be he does not know. 
The whole thing is vague in his mind. He 
has never formulated his thoughts on the sub- 
ject. He has never crystallized his desires. 

The first step on the road to success—and it 
is an essential one—is a clearly defined goal 
and a plainly laid-out path to it. This is at 
once the foundation and the stimulus of effort. 

You must make up your mind what you in- 
tend to be and to do. Are you ambitious of 
becoming a general agent? Decide upon the 
best course to follow in order to gain your 
object. Do you prefer to follow the more in- 
dependent and care-free life of the solicitor? 
Make up your mind what class of solicitor 
you shall work up to—-a $200,000 producer, a 
$400,000, a $500,000 or whatever it may be. 

Plan the home you will build, the income 
you will enjoy, the car you will drive. Create 
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Production 


a definite goal and keep it constantly before 
your mind’s eye. Each day make some ad~ 
vancement toward it, and never do anything 
which may retard your progress in the desired 
direction. 

A serious purpose and a settled plan wilt 
dignify your work and add zest to it. Mere 
money motive can never do that. 

Part of your plan must necessarily be the 
writing of a certain amount of business. Most 
agents commence the year with the intention 
of paying for a stated amount of insurance 
before the close of it and most agents fail to 
carry out their intention. These failures are 
not due to lack of ability but to want of sys- 
tem. 

On the first of January, the 31st of Decem~ 
ber appears to be a long way off. There’s lots 
of time and the agent dawdles along untif 
presently the first three months have slipped 
away and only $10,0c0 have been accounted for. 
No need to worry, however; there are still nine 
months. He continues to take it easy and the 
close of the half year finds ‘him with $30,000 
paid for. 

Now he wakes up and realizes that in the 
next six months he must do 40 per cent more 
than the proportional amount. He goes to 
work seriously and at the end of the quarter- 
has brought his total up to $55,000. Inciden- 
tally, he has produced the proper quota for a 
three months’ period. 

With $45,000 wanting he attacks his task 
strenuously, but anxiety and agitation 
that do not make for best results. By dint of 
utmost effort he pays for $35,000 and closes 
the year with $90,c00—r10 per cent short of 
his mark. 

Now this man has failed in his undertaking. 
At the same time he has produced $60,000 im 
six months, proving his ability to produce 
$100,000 or even $120,000 in a year. He falls 
down simply because he has actually only 
worked during seven months of the twelve. 

There is not a man who reads this but what 
can pay for $100,000 in a year. I sincerely be~ 


with 





lieve that a deaf, dumb and blind man could 
secure that amount of business by merely go- 
ing around for seven hours a day and hand- 
ing out his business card. He’d come across 
a sufficient number of men who could be 
closed without canvassing. 

There is a simple but infallible method of 
writing a certain amount of business. Reduce 
your quota to the smallest practical unit: that 
entails getting down to work at the outset. 

Your figure is $100,000, let us say. Put it 
on the basis of $10,000 a month, $2500 a week 
of written business. That is making ample 
allowance for rejections and other contingen- 
cies. Your working quota is $2500 of busi- 
ness to be written every week of the year. 

You will have noticed that I said every 
week of the year. That is to say, you have 
a liability due on the 7th of January and you 
must begin on the Ist to prepare to meet it. 

If in any week you write no more than 
$2000 your quota for the next week becomes 
$3000. If, on the other hand, you write $4000 
in one week, the excess is to be considered as 
a contingency reserve to be held against a 
spell of illness or a non-productive vacation. 

This simple system, followed seriously, is 
bound to result in the production of $100,000 
of paid-for business. As a matter of fact, it 
is more likely to result in a much larger pro- 
duction. 


FAILuRE TO MAINTAIN INTEREST 
Failure to maintain interest is another cause 
of shortcoming. This is a drawback with which 
we all have to contend more or less. In all 
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walks of life men find it difficult to sustain in- 
terest in their work. 

The life insurance agent usually starts his 
career with the fire of enthusiasm burning 
brightly and he keeps the flame alive for, per- 
haps, a year. But gradually it wanes and at 
last dies down to a condition of spasmodic 
flickering as the breeze of good fortune fans 
it or the rain of disappointment quenches it. 

How are enthusiasm and interest to be kept 
alive and maintained at a desirable degree of 
constancy? In a number of ways, of which 
the space at my disposal w4ll only permit of 
mentioning a few. 

You will find the habit of working on a 
regular weekly quota a powerful agent in 
securing the desired condition. Nothing will 
keep your enthusiasm at par so surely as pro- 
curing applications frequently. Steady pro- 
duction is the easiest form of work. The man 
who writes business intermittently suffers the 
same loss of momentum and waste of energy 
as does the way-train which puts on the brakes 
and gets up steam afresh at every station. 

If you have a set purpose in your business, 
a set goal, the constant contemplation of that 
purpose or goal will sustain and stimulate your 
enthusiasm. Imagine yourself enjoying the 
condition which is your ultimate aim and note 
your daily and weekly progress toward it. 

Fashion your goal of a piece of good stout 
hardwood. Paint it in bright, enduring colors. 
When the wind of adversity or the buffets of 
difficulty tarnish it, give it a fresh coat. Keep 
it ever bright and alluring before your mental 
vision. This will feed and stimulate enthusiasm. 
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Yet another means of sustaining interest in 
your work. Infuse the spirit of the game into 
it. Institute contests with yuurself and others, 
Match yourself against some fellow agent 
Strive one month to beat your record for the 
previous month or your best previous record 
Make a bet with your manager that you wil] 
pay for a certain amount of business jn a 
given time. 

Another way of keeping up interest in your 
work is by studying your business and cop. 
stantly striving for increased efficiency. The 
physician who should depend entirely upon 
practice for improvement of his skill would 
soon drop behind in the procession. In order 
to make headway he must read the medical 
journals and the latest books on his profession, 

So the life insurance agent who aspires to 
success and advancement in his business must 
keep posted on it. He must read instructive 
articles in the class publications and study books 
on salesmanship and kindred subjects. 


[The foregoing are extracts from the book 
“Efficiency,” by the late Forbes Lindsay, pub- 
lished by The Spectator Company. The book 
is an excellent one for study by industrial in- 
surance agents. Copyright, by The Spectator 
Company, New York.] 


American National Appoints M. H. Dodson 

The American National Insurance Company, 
Galveston, Tex., has announced the appoint- 
ment of M. H. Dodson as manager of the com- 
pany’s ordinary department for the State of 
Kentucky. 
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SPECIAL DELIVERY. 





PROGRESS OF THE GLOBE FOR 1923 


GAIN IN INSURANCE IN FORCE. .83 PER CENT. 
.31 PER CENT. 
26 PER CENT. 
.23 PER CENT. 
41 PER CENT. 


This is away above the average of all Life Insurance 
Companies in the United States Combined. 


CLAIMS PAID BY RADIO—TELEGRAPH—AND 


T. F. BARRY, President, 
Gen’! Mngr. and Founder. 


$1.60 Delivered. 


Delivered. 


Life Underwriting as a Career—By Edward A. Woods 
President Edward A. Woods Co., General Agents, Equitable 
Life Insurance Co.; Ex-president National Association of 
Life Underwriters. 

Analyzing Life Situations for Insurance Needs—By 
Griffin M. Lovelace, Director, Life Insurance Training Course, 
New York University. 


The Psychology of Selling Life Insurance—By Dr. E. K. 
Strong, Jr., School of Life Insurance Salesmanship, Carnegie 
Institute of Technology. 


Selling Life Insurance—By Dr. John A. Stevenson, Second 
Vice-President, Equitable Life Assurance Society; Formerly 


Director S:hool of Life Insurance Salesmanship. Price, 
$3.75 Delivered. 
Meeting Objections—By Dr. John A. Stevenson. Price, 


House of Protection—By Griffin M. Lovelace. 


Price, $2.35. 


Price, $2.40 Delivered. 


Price, $4.25 Delivered. 


Price, $1.60 





SEN? FOR NEW HARPER BOOK 








CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. 
the heart of things and places before the salesman the very 
life principle of his business. 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.” —ZJnsurance. 
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Associated Employers Convention Exami- 
nation Report Shows $1,700,000 
Deficit 


The casualty insurance field has been await- 
ing anxiously the release of figures on the con- 
vention examination of the Associated Employ- 
ers Reciprocal as of July 28. A preliminary 
examination report, as of March 31, showed 
an impairment, represented by a deficit of ap- 
proximately $1,200,000. The final figures on 
the reciprocal, as of July 28, the date on which 
Judge W. T. Irwin took charge as substitute 
attorney-in-fact, show an impairment amount- 
ing to $1,706,252. But seven States participated 
in the March examination, yet in the final in- 
vestigation just completed the following States 
took part: Illinois, Kansas, Missouri, Ken- 
tucky, Oklahoma, Texas, Indiana, Idaho, Iowa 
and Michigan. As can be seen the impairment 
of the Associated Employers Reciprocal has 
reached a staggering total. 

The following condition of affairs was found 
by the examiners, as of July 28: 
sets, $959,231.78; total admitted assets, $687,- 
745.87; total liability, $2,393,008.30; deficit, 
$1,706,252.52. Listed among the liabilities were 
the following items: Unpaid claims, $2,092,- 
074.77; adjustment and legal expense, $146,- 
320.90; estimated taxes, $6000; savings de- 
clared and unpaid, $30,656.40; unpaid adminis- 
tration expense, $71,946.38; borrowed money, 
$47,000. 


Ledger as- 


The number of claims unpaid total 15,881, 
and are distributed throughout thirty-one States 
and the District of Columbia and Canada. 

Two receivers have already been appointed 
by the United States Court in Chicago for 
the Associated Employers, namely, Clifford Ire- 
land, director of Trade and Commerce for the 
State of Illinois and James Gullet. These re- 
ceivers have been appointed in equity, a hearing 
for adjudication of the exchange as_ being 
bankrupt and the question of the appointment 
of a receiver in bankruptcy and not in equity 
will be taken up before the Federal Court on 
November 11. 

Release of the examination report showing 
the enormous impairment marks the passage 
of Sherman & Ellis service from the casualty 
insurance field. Their Inland Lloyds, a rein- 
surance device, is being liquidated by the New 
York Insurance Department, and the Sherman 
& Ellis management contract with the Indiana 
Mutual Casualty Company has been abrogated. 

Another severe blow was dealt reciprocal in- 
surance in Texas in the case of the appoint- 
ment of George B. Gay as a receiver by the 
67th district court at Fort Worth. In the 
proceedings leading to the appointment of a 
receiver by the Texas court, the Texas Indus- 
trial Accident Board asked an opinion of the 
attorney general. The opinion delivered was 
signed jointly by Attorneys General Frank M. 
Kemp and Eugene Wilson. It contained a 
severe arraignment of the practices of the re- 
ciprocal institutions and suggested that the 
tax laws governing reciprocals in that State be 
changed or reciprocals be forbidden to write 
compensation insurance. 


Funds of Equitable Surety in Dispute 

St. Louis, Mo., October 21.—The Missouri 
Supreme Court sitting in bene at Jefferson 
City on Wednesday, October 15, issued a pre- 
liminary writ of prohibition temporarily re- 
straining Circuit Judge Victor H. Falken- 
heiner of St. Louis, Mo., from entering an 
order directing Superintendent of Insurance 
Ben C. 
securities deposited by the Iquitable Surety 


Hyde of Missouri to sell $275,000 in 


Company with the Missouri Insurance Depart- 
ment for the protection of the policyholders of 
the company, which some time ago was ad- 
judged insolvent and is now in the hands of a 
receiver. 

The application for the writ of prohibition 
was filed with the court by Morton Jourden, 
St. Louis attorney, on behalf of Superintendent 
Hyde, who seeks to retain the securities in his 
possession. The preliminary writ is returnable 
in thirty days. 

In his petition for the writ, Jourden pointed 
out that the securities were deposited with the 
Missouri Department for the benefit and pro- 
tection of the policyholders of the company and 
that Superintendent Hyde would be personally 
liable for any loss to the policyholders of the 
company that might result from his relinquish- 
ing the securities now held and permitting their 
sale on an order of the St. Louis Circuit Court 
for the benefit of the general creditors of the 
Equitable Surety Company. The application 
pointed out that the claims against the com- 
pany aggregate $348,433 and that the assets 
sold thus far had enabled the payment of a 
dividend of 15 per cent to the general creditors 
of the company. 


Death of William S. Collins 

William S. Collins, manager of the New 
York rating office of the National Bureau of 
Casualty and Surety Underwriters, died sud- 
denly last Wednesday morning of acute in- 
digestion while coming down town to his office 
from his home in Yonkers. Mr. Collins was 
very well known in casualty and surety circles 
as he had been manager of the Casualty In- 
formation Clearing House since the inaugura- 
When the National 
Bureau secured the control of the Clearing 


tion of that organization. 


House, Mr. Collins became manager of its 
rating office. Previous to these connections he 
was liability underwriter in the New York 
office of the Employers’ Liability Assurance 
Corporation. 


Honor H. F. Waterbury. 

On Wednesday of last week Harry F. 
Waterbury, assistant secretary of the Amer- 
ican Surety Company of New York, was 
tendered a luncheon by the ofhcers and junior 
officers in honor of his forty years of service, 
the longest in the history of the company. The 
affair took place in the company’s spacious 
rcoft dining room at 100 Broadway. 

Mr. Waterbury joined the American Surety 
Company three months after its organization 
in 1884, and though he holds the longest term 
record there are a number of employees whose 
length of service very nearly 


29 


equals his. 
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DEATH OF WILLIAM J. GRIFFIN 
Noted Attorney Was Vice-President and 
General Counsel of National Surety 
Company 

William Jay Griffin, 
general counsel of the National Surety Com- 
pany, died last Friday morning at his coun- 
try home near Scarsdale, N. Y. Despite the 
fact that Mr. Griffin, who was sixty years of 
age, had been in poor health for some time, 
the end came suddenly and was totally unex- 
pected. 

Mr. Griffin, a native of New York city, was 
a graduate of Columbia Law School and even 
prior to his attendance there had received 
valuable legal training in the office of Horace 
E. Deming. After admission to the bar in 
188s, Mr. Griffin served as assistant solicitor 
of the Title Guarantee & Trust Company un- 
til 1895, when he joined the firm of Smith, 
Griffn & Later, he 
opened his own office in Manhattan and sub- 
sequently hecame assistant to the State Attor- 
ney General and finally District Attorney of 
Kings County. 

He joined the National Surety Company as 
assistant general solicitor in 1900 and in a 


vice-president and 


Buxton in Brooklyn. 


short time became general solicitor and sec- 
ond vice-president. In 1904 he was appointed 
first vice-president. Closely identified with 
the administration that took hold of the Na- 
tional Surety’s affairs when it was not the 
giant organization it now is, Mr. Griffin played 
an important role in the drama of the com- 
pany’s progress. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 








Statement as of 
December 31, 1923 


(Condensed from Statement of 
U. S. Treas. Dept., 


Admitted Assets...... $6,595,010 
er ere 1,000,000 
Lr or 608,817 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomopbile Insurance 
Credit Insurance 





Let the Southern Serve You 
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EMPLOYERS INDEMNITY CORPORATION 
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CASUALTY REINSURANCE 


NATIONALLY LICENSED. AUTOMATIC TREATIES. 
NEGOTIATE DIRECT OR THROUGH YOUR 
REGULAR BROKER. IT IS NOW 
TIME TO PREPARE FOR 1925. 
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E. G. Trimble, President 
KANSAS CITY 
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Fidelity and Surety Bonds CUTTING THE COST of AUTO 


INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 


EVERY AGENT AND BROKER 
who sells automobile insurance needs copies of this valuable 


book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
POP (CODY, (RANEY IDINGING 6 6s5.c sc os caso crew useless $1.00 
Per copy, fabrikoid binding. ..............0.000+:. $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO OFFICE: 135 William Street 





Home Office: DAVENPORT, IOWA Insurance Exchange NEW YORK 
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INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘SAll Kinds of Insurance 
on Automobiles’’ 











Fitchburg Mutual Casualty Being Formed 

Interests identified with the Fitchburg Mutual 
Fire Insurance Company of Fitchburg, Mass., 
have begun the organization of a running mate 
to be known as the Fitchburg Mutual Casualty 
Insurance Company and to engage in the writ- 
ing of automobile liability, collision and prop- 
erty damage covers. 

A charter has been obtained and as soon as 
the premiums total $50,000, tne guaranty cap- 
ital will be determined. 





New York Casualty and Surety Club Will 
Meet October 30 


The Casualty and Surety Club of New Yark 
will hold its fifteenth annual banquet on Thurs- 
day, October 30, at the Astor Hotel in that 
city. The affair is called for 7 p. m., and the 
feature speakers will be Hon. James A. Beha, 
Insurance Superintendent of New York, and 
Robert S. Binkard, vice-chairman of the com- 
mittee on public relations of the Eastern rail- 
roads. 


INCREASE OF $400,000 SURPLUS 
General Casualty and Surety to Increase 
Surplus and Decrease Capital—New 
Contracts Mentioned 

The stockholders of the General Casualty and 
Surety Company of Detroit convened last week 
at the home office in a special meeting and 
accepted the board of directors’ proposal of an 
increase in the company’s surplus of $400,000 
and a reduction of the capital stock from 
$500,000 to $350,000. The acceptance of the 
proposition at the one meeting was due to the 
fact that a great many of the larger stock- 
holders were aware of the plan to transfer 
$150,000 of the capital to the surplus and to 
contribute $250,000 more to the surplus. Hav- 
ing had advance information as to the proposal 
they had predeliberated upon the prudence of 
such a move, and deeming it advisable the pro- 
posal was passed upon. 

A prominent official of the company gave out 
the information that the practice of reinsur- 
ing part of its liabilities is to be discontinued 
in the future. He stated further, that the main 
reason for the increase in surplus was the re- 
cent closing of large contracts with a number 
of big producers to be the sole representatives 
of the General Casualty and Surety. The 
of these have not been 


names agencies 


announced as yet. 





THE RANKING TEN IN CASUALTY, SURETY AND MISCELLANEOUS LINES IN 1923 


Below will be found a table showing the ten leading stock companies in the various casualty, surety and miscellaneous lines ranked as to premium volume, together with their rank in total premium volume 


in the entire list of stock, casualty and surety companies. 


mutual companies in the particular lines as shown in The Insurance Year Book, Casualty, Surety and Miscellaneous Volume. 


The bottom line shows the percentage which the total premium income of the ten leading companies bears to the total premium income of all stock and 
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* The total accident premium figure includes the health premiums of ¢ompanies which do not separate these items. 
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California State Life Building 


IF YOU ARE STRONG ENOUGH 
TO STAND ALONE 


ECURE a contract with California State Life and receive 

commission on your business without reduction to take 
care of the expenses of superintendence and losses from ad- 
vances to weak salesmen. Exceptional opportunities for 
capable, experienced salesmen. Attractive first-year com- 
missions and liberal renewals. References required. No ad- 
vances. Write to: 


J. R. KRUSE, Vice-President 


California State Life Insurance Company 
SACRAMENTO 











To a Young 
Life Insurance Man 
on the Way Up 


The man to whom this advertisement is addressed is not 
looking for a job. He probably has one. But he is looking 
for an opportunity. 


He has his feet on the ground and knows the value of 
time well applied. He realizes the future to be carved 
out for himself through the medium of the right com- 
pany tie, coupled with the proper sort of help in getting 
started. Above all, he has a clean record and knows 
the meaning of team work. 

He is 25 to 45 years of age and married (though this 
last is not imperative). He has had a successful ex- 
perience in personal production. If he has assisted in 
finding and training men new to the business, so 
much the better. 


If this man is you, write to the address below. If we can not 
point the way to increasing your personal income, we will not 
encourage you further. Our organization is given a fine repu- 
tation by those who really know and our past record speaks for 
itself. 

Make your first letter tell the whole story. General Agency 
opportunities are now open in Ohio, Pennsylvania, Michigan, 
Indiana, Illinois, West Virginia and Kentucky. Address in 


confidence: 
H. M. MOORE, Vice-President 


THE CLEVELAND LIFE INSURANCE COMPANY 
WM. H. HUNT, President 


Home Office Cleveland, Ohio 











How Much of the 
New Prosperity 
Will YOU Get? 





_The sensational advance in grain values has added a 
billion dollars to the agricultural wealth of the United 
States. 

Lincoln National Life men are prepared to take full 


advantage of this invigorated sales opportunity because 
they,can write. 
Women on the same basis as men 
Standard and sub-standard business 
Children of any age 
Preferred Risk policies at lowest net cost 
And their Home Office service is the kind that shoots 


their policies right back to them for delivery before their 
prospects get cold. 





The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $325,000,000 in Force 
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NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM“ RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 

















Address of J. B. Reynolds 
(Continued from page 3) 
along the right lines. We must appreciate the 
fact that in we have 144 members 
scattered throughout forty of the United States 
and the District of Columbia, with a still larger 
number of general agents and agencies, and it 


numbers 


would necessarily take time for all to be fully 
advised as to the terms and meaning of the 
It is, however, gratifying to re- 
broad, 


resolution. 
view the correspondence and note the 
practical construction which is being placed on 
the meaning and intent of the resolution. The 
We firmly believe they will 
becomes more 
Let us not 
forget that vexing problems always have and 


results are good. 


grow better as the resolution 


generally known and understood. 


always will arise in this department of our 
business, and when we lose a good agent we 
are inclined to blame some system or some one. 
STANDING COMMITTEES 

As the activities of the convention are cover- 
ing a broader field, it becomes, we think, more 
imperative that our standing committees shall 
be working committees, taking up, considering 
and reporting upon matters properly coming un- 
der the jurisdiction of the respective commit- 
tees appointed by the president of the conven- 
tion. We, therefore, urge all members to real- 
ize more fully that committee work is of ever 
increasing importance in the development of 


our organization. 


BROADENING SERVICE 

In keeping with the spirit of the times, the 
companies are broadening their service to pol- 
icyholders and the insuring public, and, if com- 
mendable and practical, may I submit that this 
convention in turn broaden its service to mem- 
ber companies along all lines of life underwrit- 
ing activities, such as special investigations of 
the combined experience of the group on dis- 
ability, accident, substandard or impaired lives, 
inspec- 
tions as to moral and physical hazards; collect 
and compile statistics with the idea of con- 
servation, such as is now being done by the 
If the constitution of the 
convention is not broad enough to enable us 


medical examiners and examinations, 


lapsation committee ? 


legally to expand our activities in any legiti- 
life for the 
benefit and protection of our member companies 
and policyholders, then we should amend our 
constitution, and in so amending it would be 


mate field of insurance service 


no reflection upon those who originally drafted 
the document. I am sure those who did the 
vork so well in the beginning did not consider 
it too sacred to amend. Our own government 
has amended that masterly document, the Con- 


stitution of the United States. 


THE Future 

In our material prosperity let us constantly 
keep in mind the sacred trust with which we 
deal—monies to be paid to conserve the home 
of to-day and feed, clothe and educate unborn 
generations. There is neither political govern- 
ment nor religion in our business, but we must 





a 





not overlook the fact that political government 
and religion are indispensable supports, though 
not to be made servants to business enterprises. 
Therefore, with due regard to these supports, 
and for the future following the way we have 
in the past, adhering to safe, sound and scien- 
tific life underwriting, we will thus advance 
our interests and the interests of those depend- 
ing upon the wise, judicious administration of 
the trust with which we are imposed. 





T. W. Blackburn Reports 
(Continued from page 9) 


tained. The secretary and the convention have 
the personal will of every Insurance 
Commissioner in the United States. 

The departments, especially in the territory 
where our companies are domiciled, are not 
only courteous and considerate, but they are 


good 


cordial and friendly. 

During the year we have received the fol- 
lowing new members: Acacia Mutual Life 
Association, Washington, D. C.; Cotton States 
Life Insurance Company, Nashville, Tenn.; 
Equitable Life Insurance Company, Washing- 
ton, D. C.; Security Life and Trust Company, 
Winston-Salem, N. C. 

The following companies retired voluntarily 
the convention: Western Union Life, 
Wash.; Missouri State Life, St. 
Louis, Mo., and the Southwestern Life, Dallas, 
Tex. 

The following names are dropped from the 
roster of members for the reason that they have 
been merged with other members: First Na- 
tional Life, Pierre. S. D., merged with the Con- 
tinental Life of St. Indiana National 
Life, Indianapolis, merged with the Inter-South- 
ern Life, Louisville, Ky.: Fort Worth Life, 
Fort Worth, Texas, now the Southern Union 
Life and the Marquette Life, Springfield, IIL, 
The 
Maryland Assurance Corporation was reinsured 
by the Eureka Life and continues as a member 
under the name of Eureka-Maryland Assurance 
and the State Life and Royal 
Union Mutual Life of Des Moines were merged 
and continue as a_ stock under the 
name of Royal Union Life. 

As a result of the mergers and withdrawals 
the total number of members now appearing 
on the roster is 144, three less than was re- 
ported one year ago. 


from 
Spokane, 


Louis ; 


taken over by the Mutual Life of Illinois. 


Corporation 


company 


September Life Insurance Totals 
$601,038,386 

A report, made by the Association of Life 
Insurance Presidents to the Department of 
Commerce at Washington, indicates that new 
life insurance writings by companies in the 
United States, during September of this year, 
aggregated $601,038,386. This is 2.3 per cent 
greater than the total for September, 1923. The 
complete figures for the first nine months of 
1924 show a gain of 6.7 per cent over the same 
period in 1923. The total of new business writ- 
ten in the first nine months of this year is $6,- 
478,085,000. 
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Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


The third edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 


1. The nature of the tax and the constitutional 
principles that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in contemplation of death, 
life insurance, etc. 

3. The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 

4, The property transferred and the problems aris- 
ing out of its situs and valuation. 

5. Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from these States are 
cited where applicable. 

6. General resume of the statutes and an extended 
discussion of the provisions of the Federal and 
New York acts. 


There was quite a wide sale of earlier editions of this book 
among insurance men. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the statutes of the several States and the new Federal 
Act and Regulations. 


Life Insurance and Inheritance Taxation 

Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field. 

The Federal statutes of 1919 taxes insurance policies aggre- 
gating more than $40,000 as part of the estate although payable 
direct to a beneficiary. Under new law life insurance policies of 
non-resident decedent are not taxed. 

The increase of inheritance taxation, both State and Federal, 
makes it advisable to create a sinking fund through life insur- 
ance for the payment of such taxes in order to preserve intact 
the securities of an estate. 

Every estate of over $50,000 must pay a Federal tax and every 
estate must pay a tax in the State of domicile, in almost every 
State. 

Changes Since Previous Edition 

New Federal Act in effect November, 1921. 

New Federal Regulations as to Procedure, approved July 
1922. 

New statutes, 1921 and 1922, in eleven States, 

Rates increased, 1921 and 1922, in ten States. 

Statutes amended in other States. 

The special chapter on life insurance, page 1029 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One Volume, 1224 pages, bound in Buckram 
Price per copy, $15.00 
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Dakota. Liberal contracts for men of 
good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0. 


Address J. J. SHAMBAUGH, President 
Home Office—Register Tribune Bldg.—Des Moines, lowa 


5 Q WE WANT AGENTS 
to push our five-point-nine policies, 
Excellent territory. Iowa, Minne 
sota, Missouri, Nebraska and South 
& 

















om oni eee 

Se SS —$——, 

REACHING HIS *“*SOFT SPOT»: 
FOR HIS CHILDREN FOR HIMSELF 

Dad’s “‘soft spot” is his boy and his Wanted agents in Ohio, West Vir- 
girl. His one big ambition is their inia, — Indiana, Kentucky, 
education, their start in life and in exas and Oklahoma. 
business, For our new 


Any Dad of a child from 2 to 14 OHIO SPECIAL 
years es —— be cree ma mf in- eee: peel 
terested in the new ‘‘Child’s Endow- r “ 

meet Policies” of the Ohio State an ag: owt gaa men, 
— ‘ ; r Non-Cancellable Term. 

The Ohio State Life service now $1,000 to $10,000 Specific Loss. 
ranges from ages 2 to 65 years, cov- —_ $10.00 to $50.00 Weekly Indemnity. 
ering the family group with few Moderate Premiums and Liberal 
exceptions. Commissions. 

Our agency contracts on the partner- Accrued indemnity payable every 
ship basis will interest you. 30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener, 


THE OHIO STATE LIFE INSURANCE CO. 
John M. anil President COLUMBUS, OHIO 
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Insurance Record, 1923 


New Insurance ... . . $ 96,148,025 
Insurancein Force .. . . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 
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EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 

















BALTIMORE, MD. 
WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 
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BALTIMORE LIFE INSURANCE COMPANY 


























SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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Trseuranee Deelsion& 


By Joseph @. Seller of the New York Bar G~ 


FIRE 


A mortgagor derives no benefit from a 
policy covering mortgagee’s interest. A 
mortgagor’s liability to mortgagee is not an 
unconditional and sole ownership, as re- 
quired by the policy. 

Suit was brought by the Frontier Mortgage 
Corp. claiming the usual money counts and 
declaring upon the principal of the mortgage 
and unpaid interest notes; by virtue of an as- 
signment. The defendant pleaded that it was 
never indebted and alleged as a special equitable 
defense that the insurance company had duly 
paid to the Frontier Mortgage Corporation the 
amount of its mortgage. 

On August 12, 1921, the insurer issued a 
policy insuring Morris Hebt and his wife from 
loss by fire on a frame building to an amount 
not exceeding $3200, payable to Frontier Mort- 
gage Corp., as assignee of second mortgage, as 
its interest may appear. 

The policy contained the usual 
clause and this special provision: 

“Whenever this company shall pay the mort- 
gagee any sum for loss or damage under this 
ru.cy, and shall claim that as to the mortgagor 
‘ft owner, no liability therefor existed, this 
company shall * * * to the extent of such 
payment, be thereupon legally subrogated to all 
the rights of the party to whom such payment 
shall be made.” 

The premium on this policy was paid by the 
Frontier Mortgage Corp. and the policy was 
delivered to and held by this corporation. On 
September 8, 1921, the property was totally 
destroyed by fire, and under the mortgage 
clause paid the amount which the mortgage 
corporation had invested in the mortgage, 
amounting to $3,093.60. No claim for insurance 
was made against the fire insurance company 
by the defendants nor was there ever any de- 
mand made on the defendants by the insurance 
company for payment of the notes. 

Held that the mortgagor and mortgagee may 
each insure his own interest; the first insuring 
the property for its full value, as the owner 
thereof and the latter to the extent of his debt, 
but no further. The first, notwithstanding the 
incumbrance, may recover the full amount of 
his loss, and the latter has the tight to be paid 
his debt by the insurers if not more than the 
insurance; and the under writers, in this event, 
become entitled to the debt and may recover 
the same from the mortgagor. The payment of 
the insurance does not discharge the mortgagor 
from his debt, but the insurers become _ his 
creditors and have a right to an assignment of 
the mortgage debt. The mortgagor derives no 
benefit from a policy covering the mortgagee’s 
interest alone, but is bound to pay the mort- 
8age debt to the insurers when they become 
his substituted creditors. 

The Frontier Mortgage Corp. became the 
Owner of the second mortgage by virtue of an 


mortgage 





assignment from a third party and received no 
assignment of an insurance fiolicy with the 
mortgage, but later applied for and received 
this policy of insurance in the name of Hebt, 
but with loss payable to the mortgagee and 
with right of subrogation against the mort- 
gagor. After the fire, no demand for pay- 
ment was made by defendants, and no proof of 
loss was filed, and no claim of any kind was 
insurance fund. 
Under these circumstances, it may justly be 
claimed that the policy of insurance covered 
the mortgagee’s interest alone. 

At the time of the fire, the mortgagor or 
insured had no title to the property, as they 
sold and conveyed the property by a deed three 
weeks prior to making of the insurance con- 
tract. The only possible interest which they 
had was a liability to the mortgagee on the 
mortgage notes. It is claimed that this amounts 
to an insurable interest. Without deciding 
whether it is an insurable interest or not, it is 
not unconditional and sole ownership, and if 
it is not, the policy is void as to the mortgagor. 
It was error to dismiss the plaintiff's com- 


made to the benefit of the 


plaint. New trial awarded. 
Frontier Mortgage Corporation vs. Hebt. 
(Ct. of Appeals of Maryland), 125 Atlan. 


Rep. 772 


HAIL 

Provision of hail insurance policy provid- 
ing “total insurance for all interests on the 
crop described herein shall not exceed * * * 
$20.00 per acre” held a limitation to the 
amount stated of any insurance which might 
be carried and not that which might be 
carried with insurer alone. 

This action was brought to recover for loss 
to growing crops insured against loss by hail 
for the 1922 season. Plaintiff carried total in- 
surance with this company in the amount of 
$2900. 

The policy provided in part as follows: 

“tT. Total insurance for all interests on the 
crops described herein shall not exceed $30 
per acre on irrigated land, and $20 per acre on 
non-irrigated land; however, in the event that 
the total insurance per acre exceeds this limit, 
this company shall be liable only for its pro 
rata part of such limit per acre.” 

“s. This company shall not be liable for any 
loss or damage by hail to the crops hereby 
described unless the loss or damage equals five 
per cent or more of the total hail insurance 
covering the particular crop so damaged.” 

Other insurance was carried in two different 
companies, so that in all three companies 50 
acres of wheat were insured for $45 per acre; 
20 acres out of 30 acres of rye were insured 
for $30 per acre; 40 acres of barley for $30 
per acre, and 120 acres of rye for $30 per acre. 
In addition to this insurance the 40 acres of 
and 107 acres of the 120 acres of rye 
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barley 





were insured for $10 per acre under State hail 
insurance department. 

The insured claimed that the clause in para- 
graph 1 referred only to insurance carried by 
this insurer on the crop and not to concurrent 
other companies, and that the 
cover the interests of 


insurance in 
words “all interests” 
lessee mortgagor and mortgagee in 
this company; and that the intent was that all 
in this company, whether in one or 
more policies, shall not exceed $20 per acre. 
The insured also claimed that it was imma- 
terial whether the insured carried insurance in 
other companies, for there was no moral hazard 


landlord, 


insurance 


in hail insurance. 

Held that there are, however, two elements 
of moral hazard when the insured takes out 
insurance greatly in excess of the value of the 
crop. There would be a temptation to destroy 
the crop and falsely represent that it was de- 
stroyed by hail, and there would not be the in- 
ducement to salvage the crop if it were in a 
condition where salvage would lessen the loss. 

Clause 5 does not help the insured. If $60 
of insurance is carried, it does not mean that 
the company would not be liable unless the loss 
exceeded $3 per acre. Under the $20 limitation 
of insurance clause, any loss by hail equaling 
$1, or five per cent of the $20 limit per acre, 
would be recoverable. 

“The rule of strict construction does not 
authorize a perversion of language or the ex- 
ercise of inventive powers for the purpose of 
creating an ambiguity where none exists, nor 
does it authorize the court to make a new con- 
tract for the parties.” 14 R. C. L. 931. Judg- 
ment for plaintiff reversed. Muller vs. Queen 
City Fire Ins. Co. (Sup. Ct. of South Da- 
kota), 199 N. W. Rep. 455. 


LIFE 


Payment of policy of life insurance held 
not to be a waiver of false representations 
of insured precluding recovery. 

Action was brought to recover money paid 
under an insurance policy because of false rep- 
resentations that insured was a quarter-breed 
which statement was contained in the 
written application. The insured was killed by 
the accidental discharge of a shotgun. Upon 
proof of death, the company immediately for- 
warded the full sum of $20,000 to the admin- 
istrator of the estate of the deceased. Later 
the plaintiff learned that the insured was a full- 
blood or nearly full-blood Indian, and the evi- 
dence on trial clearly supported a finding of 

fact to this effect by the trial court. 

The policy contained the following provision: 
“All statements by the insured shall in the 
absence of fraud be deemed representations and 
not warranties.” Held that under this clause 
a representation to avoid the policy must be 
material to the risk. There was no finding by 
the court that the statement contained in the 
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HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. Indianapolis, Ind. 
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F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 

















Prominent Agents and Brokers 








Hubbell Building Des Moines, lowa THE BOURSE PHILADELPHIA 
JNO. A. COPELAND 
Consulting Actuary 
ABB LANDIS 


JAS. R. COTHRAN 





Associate Actuary 


322 HURT BLDG. ATLANTA, GA. | 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford _ Casualty Co. 
American Equitable . Fire Indemnity Company 
Fidelity-Phenix Pi. — 
Insurance obile Insurance 
State Pa. BROKERS’ LINKS SOLICITED 


Stuyvesant 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 














Actuarial 





FREDERIC S. WITHINGTON 
P.A.1. A. 
CONSULTING ACTUARY 


Insur ance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BRrEIBY 


Consulting Actuaries 
Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 














Conservation Specialists 





The Otis Hann Company, Inc. 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WwW RK MEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 














SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














I. M. RUBINOW, Ph. D. 
CONSULTING ACTUARY 
and STATISTICIAN 


1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, etc. 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 











Consulting Engineers 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. _ Telephone State 7298 
CHICAGO 











T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available ' 
Tel. Hanover 6718 New York City 


37 Wall St. 
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Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. — 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


— Phone: JOHN 1090 
§0 John St. New York City 
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application was fraudulently made, nor whether 
the percentage of Indian blood in the insured 
was material to the risk. Accordingly judg- 
ment for plaintiff insurance company must be 
reversed. 

It was contended by the administrator that 
the company by paying the policy waived the 
right to rescind. A waiver, however, can never 
be based upon acts that are induced by fraud 
or that are performed in ignorance of the facts. 
Dakota Life Insurance Co. vs. Morgan. (Su- 
preme Court of South Dakota), 199 N. W. 43. 


FIRE 

Mere overvaluation in proofs of loss is not 
conclusive of fraud. Burden of proof rests 
upon company to prove fraud alleged in over- 
valuation of property burned. 

It was argued that plaintiff's proof of loss 
claiming $77,796, being $62,730 on merchandise 
and $15,066 on fixtures, was evidence that he 
made his claim for $37,296 more than his actual 
loss, which was found by the jury to be only 
The fire took place on January 18, 
1921 and 
Defendant 
insured’s 


$40,500. 
1923. The insured’s inventories of 
1922 reached not far from $41,000. 
also emphasized that although the 
merchandise and fixtures were assessed in 1922 
at $30,000, he appeared before the taxing board 
and testified that $25,000 would be a fair valu- 
ation. 

Held that mere overvaluation is not proof of 
fraud. It is necessary to go further and prove 
that the misstatements were made knowingly 
and with the intent to deceive the insurer con- 
cerning some matter material to the insurance. 
The party making the charge of fraud must 
prove the fraud by clear and satisfying evi- 
dence. The difference between the amount 
claimed in the proof of loss and the verdict do 
not as a matter of law establish fraud. 

Judgment should be entered for the plain- 
tiff for the amount as fixed by the jury’s ver- 
dict. Wiesman vs. American Insurance Com- 
fany. (Supreme Ct. of Wisconsin), 199 N. W. 
Rep. 55. 





—Three pamphlets written by John B. Duryea of 
San Francisco, general agent of the Penn Mutual Life 
of Philadelphia, which have attracted attention in 
the insurance world, are entitled, When to Stop Talk- 


ing, the Study of the Psychology of a Sale. and 
What Is “Work? 





Executive Session 
(Continued from page 11) 
run an institution for profit, it should continue 
to operate the organization, however, under the 
direction of the secretary’s office. 
sheet of the bureau, as shown by the report, 
is dated July 31, 1924, and indicates a deficit 
of over $47,000. The bureau had liabilities out- 
standing on that date of $168,985 and assets 
of $122,700. Of the liabilities $101,234 repre- 
sents notes held by the convention or conven- 


The balance 


tion members, and advance subscriptions, these 
latter being part of a $50,000 subscription loan 
authorized at the meeting last year. The deficit 
is believed to have been largely due to unex- 
pected sales expense, and it is thought that 
within another year the bureau will be operat- 
ing upon a sound basis. The report follows: 
To Joseph B. Reynolds, President, 
American Life Convention: 

The special committee on American Service 
Bureau submits herewith information in detail 
as to the operations and financial condition of 
the American Service Bureau, together with the 
following comment by the committee. 

It is the opinion of the committee that the 
American Service Bureau has reached such a 
point in its development that it will soon be 
self-sustaining and that its success as a money- 
making enterprise seems well assured. There- 
fore, if in the opinion of the majority of the 
members of the convention it is deemed wise 
to have a money-making adjunct to a voluntary 
association, we recommend the retention of the 
bureau as a convention function, subject to the 
following conditions: 

We believe that the activities of the bureau 
should be placed directly under the control and 
supervision of those men who for the time be- 
ing and from time to time are the officers and 
members of the executive committee of the 
American Life Convention. We are influenced 
in making this suggestion by the new business- 
getting expense referred to in the following 
pages which was not contemplated at the time 
the bureau was organized and which we believe 
would be materially reduced if the secretary of 
the convention and all members of the execu- 
tive committee were charged with the duty of 
aiding in the procurement of business for the 
bureau. 

Your special committee, however, doubts the 
advisability of the convention’s engaging in a 
money-making enterprise for the reason that 
the danger would be faced of political control 
of the convention being sought either for per- 
sonal aggrandizement and profit or for the 
purpose of controlling and distributing positions 
of profitable employment. 

Respectfully submitted, 
Henry ABELS, 
DANIEL Boone, Jr., 
Rupert F. Fry, 
Cuarites W. Gorn, 
RayMonp W. STEVENS. 

September, 1924. 

Massey Wilson was in Europe at the time 
this report was prepared and printed. 

At another meeting of the American Life 
Conveniton last week, the membership voted 
to change article three of the constitution. This 
will permit foreign companies operating in the 
United States to become members of the con- 
As amended, article three now reads 
as follows: 


vention. 


Basts FOR MEMBERSHIP 
Article III. Upon the approval of the 
executive committee, after full compliance with 






37 


the by-laws in force at the date of the applica- 
tion, any regular life insurance company organ- 
ized upon the legal reserve or old line plan, do- 
ing business in any of the United States, may 
be admitted to membership in the American 
Life Convention; provided, the applying com- 
pany has ordinary life business in force at the 
date of its last annual statement of not less 
than $5,000,000 written upon the legal reserve 


form and provided also that companies or 
reinsurance 
business may be admitted to membership, and 
be entitled to all benefits of the convention 


except that such life reinsurance companies or 


organizations doing only a life 


organizations shall not be entitled to receive or 
purchase the medical bureau impairment ser- 
vice, or receive agency bureau service. 





Retains Service Bureau 
(Continued from page 4) 


some pretty strong claims, but it was finally 
decided that the more centrally located point 
was better. 

Personally 
he is one of the most popular executives in 
face was 
that of Minor Morton, formerly vice-president 
of the Volunteer State Life of Chattanooga. 
Mr. and Mrs. Morton are in Europe. 

One of the most important actions taken at 
the New Orleans meeting was the amendment 
to the constitution, which will make it possible 
for Canadian compaines operating in the United 
States to affiliate with the convention. 


Harry Cunningham was missed. 


the Convention. Another missing 


That the younger men engaged in the busi- 
ness are conscious of the value of maintaining 
close relations between companies is well evi- 
denced by the organization of the junior asso- 
ciation, launched at the concluding session. 


Secretary Blackburn announced that 105 
member companies were represented. Thirteen 
non-member companies had _ representatives 


present. There were twenty representatives of 


the press, seven miscellaneous visitors and 
sixty-seven ladies present. 
The ladies were entertained at a theater party 


at the Orpheum Thursday night. 





PERSONAL ITEMS 











Charles A. Davis, formerly secretary and 
treasurer of the Cotton States Life at 
Memphis, has been appointed assistant man- 
ager of ordinary agencies for the American 
National Insurance Company of Galveston, 
Tex. Mr. Davis has moved to the latter city 
and has already taken up his new duties. 

Winslow Russell, vice-president and agency 
manager of the Phoenix Mutual Life Insurance 
Company, was elected chairman of the Ameri- 
can Society of Sales Executives at its annual 
meeting held Friday, October 10, at the Green- 
brier Hotel, White Sulphur Springs, W. Va. 
This organization is composed of one sales 
executive from each of the thirty-five leading 
industries of the country. Other officers elected 
were: Edgar J. Little, branch manager of the 
Wahl Company, New York city, secretary, and 
F. H. Dickinson, sales manager of the Tide 
Water Oil Sales Corporation, New York city, 
treasurer. 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





C. W. KANOUSE 


Vice-President 


R. A. CHASE 


President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 


OPPORTUNITY 


The progressive methods and spirit of 
co-operation between the Home Office and 
agents in the field offer a real opportunity 
for the agent. 


25 Millions of Assets 
178 Millions of Insurance in Force 


When you consider this to have been 
accomplished over a period of only 15 years, 
you must realize what an opportunity is 
offered for future growth with this company, 


Prompt Service on Standard 
and Sub-Standard Business 


International Life Insurance Co. 
ST. LOUIS, MISSOURI 





























SURETY AND CASUALTY 
SALESMANSHIP . 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woodrow Wilson. 


Compiler of agents’ text book ‘‘Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them’’ for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 








THE SPECTATOR COMPANY 
CHICAGO ae NEW YORK 


The Colonial Life Insurance Company of America 


Whole Life, Limited Payment 
ORDINARY} High Values ITS OWN 
POLICIES Attractive and Novel Features | AGENCY 

Low Cost 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 


Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 


SOLD 




















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 














ILLINOIS LIF 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 
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